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FIRE ZONE DATA 
FILED WITH A STATE 


New Jersey ees Will Show Which 
Blocks Are Protected and Which 
Are Not 


WILL BE KEPT UP TO DATE 





Innovation Under Rate Discrimination 
Act—Fifteen Small Towns Already 





Mapped 
Atlee Brown, of the New Jersey 
Schedule Rating Office, has begun to 


file with the New Jersey Commissioner 
of Banking and Insurance, maps of the 
smaller cities in New Jersey showing 
protected and unprotected fire zones. 
This is an innovation with rating 
offices, aS no records of protected (or 
unprotected) fire zones have ever be- 
fere been filed under a State law. 

The innovation in New Jersey 
conceived by the Schedule Rating Office 
and did not originate with the State. 
The importance of these maps in a 
State having a rate discrimination law, 
such as that of New Jersey, can readily 
be seen. The value to companies is 
equally apparent. With a glance at the 
little map, sent out by the rating office 
ior each town, the examiner can see 
at once that certain blocks have pro- 
tection and others have not; he finds 
how close or how far the nearest water 
Fydrant is, gets facts about fire 
stations, fire apparatus, water mains, 
etc. 


was 


Start With Fifteen Towns 

The first series of maps cover fifteen 
towns, including Edgewater, Basking 
Ridge, Clayton, Kearny, Milltown, Mar- 
gate City and Irvington. 

On the back of the map appear facts 
about the population, water supply, fire 
department, police department, build- 
ing laws, if any, and ordinances, if 
any, giving regulations for explosives 
and inflammables. The information in 
the printed section on the back of the 
maps is somewhat similar to the in- 
formation circulated by the National 
Joard of Fire Underwriters after its 
engineers have inspected a city. How- 
ever, the New Jersey data does nof 
confiict with the National Board’s in any 
way as the towns covered are smaller 
than those which the National Board’s 
engineers visit, although the New Jer- 
sey data will eventually cover larger 
towns as well. The work is under the 


(Continued on page 12.) 




















Sixty-four-Year Record for Fair 
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Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered 
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Dealing and 
Prompt Adjustment and Payment of Losses 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Lightning, Automobile, Commissions, Explosion, 


Mail, Rents, Sprinkler Leakage, Tourists’ Baggage, 


e and Occupancy, Windstorm. 
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North British 


Entered United States 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 


Established 1809 


and Mercantile 
Insurance Co. 


1866 


by entire fire assets of the company which 
are many times larger. 
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HORNER SUGGESTS 
PLATFORM FOR 
NATIONAL ASS’N 


Agency Ethics Code, Qualification Law, 
Advisory Cabinet and Inter-Asso- 
ciations’ Conference 





FEWER ADDRESSES ADVOCATED 

Constructive Suggestions Outlined in 

Speech Before Minneapolis and St. 
Paul Associations Saturday 


On the eve of the annual meeting of 
the ‘National Association of Life Un- 
derwriters Warren M. Horner, of Min- 
neapolis, who recently in a talk at Des 
Moines criticized the manner in which 
the National run at 
conventions and conventions, 
has outlined his the 
National con- 
ducted. He says he wants to be a con- 
structive, not a destructive critic, and 
he presents a platform, giving his views 
that lead to “more 
enlightened action and continuous crea- 


Association is 
between 
how 


ideas of 


Association should be 


in order they may 


tion of progressive measures to carry 


our business to a higher level.” 

Mr. Horner’s platform and his com- 
ments thereon outlined by him 
to a joint meeting of the Minneapolis 


and St. Paul associations on September 
1 at Minneapolis. Here are the activ- 
ities upon which Mr. Horner believes 
the life underwriters of the United 
States should center their efforts: 


were 


Number One.—An agency qualifica 
tion law. 

(Number Two.—General Code of 
Ethics to be nation-wide and, if pos- 
sible, uniform. 

Suggests a Cabinet of Experts 

Number Three.—The National Asso- 
ciation of Life Underwriters should do 


away with its present executive council 
and if the conduct of the affairs of the 
National Association is not left with the 
body itself, and the executive commit- 
tee, the president should have a cabinet 
made up of men selected not for po- 
litical reasons, nor even alone for geo- 
graphical reasons, but because of their 
fitness to head certain prominent com- 
mittees. 

Number Four.—The constitution and 
by-laws should be changed to permit 
resolutions direct from the floor. 

Number Five.—The by-laws should be 
changed with regard to program, cut- 
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ting out so many set addresses and sub- 
jects for a liberal part of the three 
days to. be devoted to an open forum 
and for the discussion of issues. 

Number Six.—The place of meeting 
should be decided by the executive com- 
mittee and at its mid-year meeting. 

Number Seven. 
mittee meetings should be held, in ad- 
dition to the present plan, on the eve- 
ning of the second day of the conven- 
tion. 

Number Eight.—The mid-year meet- 
ing of the executive committee should 
be at a central point in the country. 


National Headquarters at Central 
Location 
Number Nine.—The national head- 


quarters should be removed to a cen- 
tral point or at least care exercised that 
its location in any point should not 
mean its domination by individuals in 
that section. 

Number Ten.—-The institutionality of 
the National Association’s activities and 
works and in its personal representa- 
tives should be maintained to an abso- 
lute finality. 

(Number ‘Eleven.—The broadening of 
the Ass6ciation’s activities should be 
taken up and a substantial fund yearly 
expended in this manner, in furthering 
education and conservation measures. 

‘Number Twelve.—The executive com- 


mittee should elect officers or they 
should be elected directly from the 
floor. 

\Number Thirteen.—The membership 


of the \National Association should be 
made representative in numbers but a 


standard should be maintained in re- 
gard to the ethical and educational 
fitness of members. 
Conference of All Associations 
(Number Fourteen.—The National As- 
sociation should do its part to bring 
about an annual conference meeting, 


say, between five delegates appointed 
by the ‘Presidents’ Association, the In- 
surance Commissioners’ Association, 
the American Life Convention, the Act- 
uarial Society, the Officers’ Association, 
the Life Insurance Counselors, and the 
Medical Directors’ Association, with 
five similarly appointed delegates from 
our own body. 
Wants Part-Timers Converted Into All- 
Timers 

In discussing agency jqualifications 
and codes of ethics Mr. Horner spoke 
emphatically about the part-time ques- 
tion. He thought the Minneapolis code 
of ethics made it possible for any 
right-minded man in due time “to elim- 


inate his illegitimate part-time prac- 
tice.” ‘However, the conference clause 
adopted by the Des Moines (North- 


west) Congress was broader and could 
not offend anyone “unless too stupid 
to comprehend its phraseology or fun- 
damentally insincere in wanting to cor- 
rect this palpable and diabolical evil.” 
The Des Moines Congress went on rec- 
ord as opposing the practice of licens- 
ing as part-time agents individuals who 
do not sincerely intend to become with- 
in a reasonable period full-time regular 
agents. 

In summing up his opinion of part- 
timeism Mr. Horner said in part: 

“The practice of part-timeism is 
moral cowardice. It is business inef- 
ficiency. It is wasteful of the people’s 
money. It is hurtful to the professional 
standards of our business. It is disin- 
tegrating instead of fabricating. Its 
practice is a confession of weakness 
and so regarded by the public. It will 
not stand open debate or analysis from 
either an ethical or a practical stand- 
point.” 

Reforms in National Association 

In discussing reforms in the National 
Association of Life Underwriters Mr. 
Horner said in part: 

‘““Much good would accrue to have the 
president each year have a cabinet 


made up of individuals who are espe- 
cially informed in the various education 
and conservation ideas, such as, a de- 
partment of education, a department of 
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conservation (loans and 
department of health conser- 
vation; department of legislation; de- 
partment of taxation; department of 
lectures and addresses, and department 
of institutional advertising. 

“Much time has been lost at annual 
meetings by the button-holing of dele- 
gates with respect to the next place of 
meeting or in the machine-work of elect- 
ing a slate for the ensuing year. 

“The executive committee can take 
care of the next place of meeting at 
their mid-yearly session, giving the lo- 
cality a year and a half to prepare for 
the convention and the members of 
the convention and the members of the 
executive committee who have been 
given a more active control of the asso- 
ciation’s affairs by the recommendations 
for change here made, will be far better 
equipped to select the officers to carry 


insurance 
lapses); 


forward the association for another 
year than members of a nominating 
committee who from lack of knowl- 


edge are more susceptible to control 
from a certain few. 

“Many agents of sound judgment 
have suggested that the executive com. 
mittee should hold its mid-year meeting 
at some central point like Chicago. 

“Surely, the meeting should be held 
at a central point, such point, of course, 
to be one drawing from a populous area 
as a common center.” 


Institutional Advertising Has Proven 
Its Worth 


Horner warmly advocates the 
carrying out of the educational and 
censervation programs. He says the 
method of institutional advertising has 
been endorsed by the best advertising 
minds and is now being put into prac- 
tice in almost every field of endeavor. 

“The best evidence of the rationality 
of the whole idea is the fact that with 
so much complacency and opposition, 
and with lack of money and compre- 
hensive conduct the results have been 
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Every Month This Year a Record Breaker 
Free HEALTH SERVICE for policyholders both new and old. 
Free Insurance Money INVESTMENT SERVICE for Beneficiaries. 


WAIVER and ANNUITY CLAUSE which, in case of total and perma- 
nent disability, before age 60, provides for waiver of all future premiums, 
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the payment of 1/10 the face of the policy annually to the insured as 
long as he lives and payment of the face of the policy to the beneficiary 


at death of the insured. 


DOUBLE INDEMNITY CLAUSE which provides for payment of double 
the face of the policy in case of death as a result of an ACCIDENT 


OF ANY KIND. 


“A Growing Company for Growing Men” 


For Direct Agency Connection 


ADDRESS 


T. LOUIS HANSEN, Superintendent of Agencies 


50 UNION SQUARE, NEW YORK CITY 








remarkable in increased publicity and 
education of insurance all over the 
country, due to the resolution at Mem- 
phis and the splendid co-operation of 
the rank and file.” 


Deliberative Body 


In reference to his suggestion for a 
conference meeting of association lead- 
ers in all divisions of life insurance, in- 
cluding company presidents, agents, 
medical directors, actuaries, lawyers 
Mr. Horner says in part: 


“This deliberative body, made up of 
the master minds of every branch of 
insurance and the representatives of 
the ‘State, would make every important 
propaganda a composite idea, in very 
fact, the melting pot and crystallization 
of the very best thought,” he said. 
“As a result the life insurance business 
would become a legitimate force, un- 
breakable and _ irrefutable. This is 
amalgamation, co-operation and co-or- 
dination with a vengeance. A congress 


‘of nations, so to speak, whose force will 


be irresistible, and whose principles and 
practices cannot be controverted or 
overthrown by any governmental prop- 
aganda.” 





EXPRESSMEN’S INSURANCE 





Mutual Benefit Association to Launch 
Out Into Broader Lines of Policy 
Writing 
The Expressmen’s Mutual Benefit As- 
sociation held a meeting in Rochester, 
N. Y., on August 15, nearly two hun- 
dred members being in attendance. The 
meeting was called for the purpose of 
discussing the proposition of issuing 
life insurance policies to such members 
as desired them. It is understood that 
a majority of the members favor the 
issuing of policies, although no definite 
action was taken. The insurance pol- 
icy is said to be practically the same 
as those issued by the old line insur- 
ance companies, only at a lower rate. 


This organization, although seldom 
heard of outside of its members, was 
formed in 1869, as a strictly benefit 
association. In 1903 it reorganized 
under the insurance laws, and is now 
amenable to the State Insurance De- 
partment. It has at present 3,811 mem- 
bers, composed of men in the employ 
of the various express companies. <Ac- 
cording to its latest report there is 
$4,187,000 insurance in force. Its finan- 
cial statement shows an excess of ad- 
mitted assets on a basis of three per 
cent. over full legal assets and all other 
liabilities, amounting to $93,736.88. 

The Expressmen’s Mutual Benefit As- 
sociation is managed by a president, 
vice-president and an executive commit- 
tee composed of sixteen members. The 
president is E. A. Steadman, vice-presi- 
dent and general manager of the Wells, 
Fargo & Co. ‘Express Company. The 
Express Companies act as custodian of 
all the funds. 

It already has a number of policies in 
force, of the straight life and twenty- 
payment life classes. Its jurisdiction 
extends all over the United States, and 
according to an official of the State In- 
surance Department, the organization is 
on a financially sound basis. 

“GOVERNMENT INSURANCE” 

According to a statement published by 
the “Public Ledger” of Philadelphia. 
senders of packages by the government 
insured parcel post service are not be- 
ing reimbursed when there is failure 
in making delivery. Claimants are ad- 
vised by the post office department at 
Washington as follows: 

“Whereas, The appropriation author- 
ized by Congress for the fiscal year 
ended June 30, for the payment of such 
losses has been exhausted, the depart- 
ment will be unable to meet any claim 
until such time as Congress sees fit to 
appropriate a sum to cover the defi- 
ciency.” 
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New War Risk Bill 


Comments By Moir 


CONDITIONS OF MEASURE WHICH 
STILL ARE VAGUE 





No Provision for Carrying Proper 
Reserves—Will Armstrong Bene- 
fits Be Abrogated? 

The New York Times: 


I observe an error in a news item that ap- 
peared in your issue of yesterday and the same 





To the Editor of 


is repeated in your editorial this morning, 
where it is stated, in regard to the War In- 
surance bill, that the “optional insurance of 


from $1,000 to $5,000" is available 
war only.” A careful reading of the bill as 
now reported shows no amendment discon- 
tinuing the insurance after the war. On the 
contrary, the bill as now submitted to the 
House involves the creation of an insurance 
bureau continuing for all time. This element 
of the. bill is apparently not war measure, 


“during the 


The attitude of insurance companies toward 
this ‘bill has also been misrepresented. When 
the matter was first under discussion the com- 
panies expressed themselves as strongly fav- 


oring family allowances and adequate com- 
pensation on sound insurance principles for 
soldiers and their families who might suffer 
for their country. meeting of insurance 
representatives held in Washington also fav- 
ored, almost unanimously, the granting of 


direct life insurance’ benefits, and  recom- 
mended that these benefits be granted by the 


Government, not ‘by the companies. This at- 
titude has not been changed. 

But trained life insurance men of long ex- 
perience would like to see Article IV. of the 


bill put in such practical form as to do the 
most good with a minimum of expense. Their 
recommendations have been: 


1. To grant a uniform benefit to all in 
the service; and thus 
2. i\Avoid the discrimination in the pro 


posed bill which arises from the optional na- 
ture of the life insurance benefit, and 

3. To have the life insurance feature ef 
fective during the period of the war, ceasing 
five years after the war is over, 

Being one of the actuaries called in con- 
sultation in Washington before the bill was 
introduced, I have been in clese touch with 


the progress of the bill and also with the 
life insurance sentiment. Section IV. on life 
insurance is loosely drawn, and the terms 
on which benefits after the war may ‘be 


granted will rest with the director, who may 
issue regulations subject to the approval of 
the Secretary of the Treasury. <A_ century 
of experience has shown that elaborate codes 
of State laws are necessary in the interest of 
the public—yet the adoption or abrogation of 
these laws is apparently left to the discre- 
tion of some official to be hereafter appointed. 
Life insurance experts only desire to offer 
constructive criticism on such points. 


HENRY MOIR, 


Actuary Home Life Insurance Company. 
New York, August 31, 1917. 
The foregoing letter in the “New 


York Times,” written by Henry Moir, 
and correcting errors in press state- 
ments, is timely. One of the most un- 
fortunate conditions surrounding this 
entire war risk question is that those 
who seem disposed to take an intelli 
gent interest in the subject appear to 
get their information from sources of 
doubtful accuracy, and too often fail 
to read the bill itself. 

The Eastern Underwriter has asked 
Mr. Moir to outline for this paper some 
of the loose and indefinite features of 
Section IV. dealing with life insurance. 
He has supplied ‘The Eastern Under- 
writer with the following statement: 
Benefits That Do Not Apply During 

the War 

In the first place one of the worst 
features of the bill to a lay reader is 
the implication that cash, loan and ma- 
turity values are promised apparently 
from the beginning; and nothing ap- 
pears in the bill to show clearly that 
these benefits do not apply during the 
war, when the insurance must be ‘yearly 
renewable term insurance. These ben- 
efits can only be given after the war 
hazard expires, when conversion has 
taken place, and when premiums are 
payable at about the same rates as the 
premiums charged by any well-managed 
life insurance company. 

Machinery to Collect Premiums 

In reference to payment of premiums, 
the bill stipulates that they “may be 
deducted from the pay or deposit of 
the insured, or be otherwise made at 
his election.” This calls for a properly 


constructed accounting machinery for 
the collection of premiums (to be paid 
in any form selected by the insured). 
Accordingly, the claims of the advo. 
cates of the bill that this elaborate ma- 
chinery is unnecessary seem exagger- 
ated. After the war the premiums will 
be payable by men in civil life. This 
necessitates the full elaborate machin- 
ery of a renewal department in a life 
insurance company with its provision 
for notices, lapses, receipts, etc. 


Conversion 

Another of the vague conditions in 
the bill is as to whether or not the in- 
surance must be converted after the 
war. Presumably this is not an obli- 
gation since the bill states that the in- 
surance is “convertible.” Anyhow 
speakers who are sponsors for the bill 
seem to imply that most of the insur- 
ance will or even must be converted 
after the war—though the bill does not 
so provide. 


An Investing Agency 

After conversion the government bu- 
reau will be fully and completely in 
the life insurance business and in every 
phase of it. There is no provision in 
the bill for carrying proper reserves; 
yet reserves are essential if cash, loan 
and other values are to be paid. The 
insurance bureau will then become a 
large investing agency, for the accumu- 
lating reserve values must be invested 
to yield at least 3% per cent. interest, 
since the premiums are based upon that 
interest rate. If the investments are 
kept in government funds, and if the 
government’s credit after the war be- 
comes as good as it was a few years 
ago, then it will be impossible for the 
director of the bureau to invest the 
accumulating reserves in government 
funds at 3% per cent. interest. 


Under the original draft of the bill it 
was evidently contemplated that the 
Secretary of the Treasury should in- 
vest the accumulating funds in any 
class of investment he might select; 
but apparently this provision of the 
original draft has been dropped. Now 
the question of investments is vague 
and obscure. 


This does not alter the fact that if 
reserves are accumulating some em- 
ployment for the money must be found 
at an interest rate of 3% per cent. or 
better; and dcubtless the sponsors of 
the bill prefer to leave questions like 
this in an indefinite shape, probably 
in the hope and belief that when neces- 
sity arises adequate action will be 
taken. 

Attorney’s Fees 

The last paragraph of the bill evi- 
dently contemplates possible disagree- 
ment as to claims under insurance con- 
tracts and provides that an action may 
be brought against the United States. 
The paragraph also provides that the 
attorney’s fees must not exceed “ten 
per centum of the amount recovered”; 
and proceeds further to lay down the 
law and “It shall be unlawful for the 
attorney or for any other person acting 
as claim agent or otherwise to ask for, 
contract for, or receive any other com- 
pensation because of such action.” 
From this it would appear as if the 
attorney acting in an unsuccessful suit 
could not recover any compensation 
whatever for his services. It may be 
right that the government should pro- 
tect itself against unnecessary lawsuits, 
but if the maximum fee received by 
any lawyer is 10 per cent. of the amount 
recovered, and if the lawyer may have 
all of his trouble for nothing, it would 
seem to an insurance man as if the 
government is protecting itself unduly 
against legal action and in an unfair 
way. 

How Far Will State Laws Prevail? 

The State laws on life insurance have 
in most instances been revised and 
amended since the Armstrong investi- 
gation. They nearly always provide for 
the following: 

1. Minimum reserves; 

2, Minimum cash and loan values; 


President Wilson has sent to 
Representative W. C. Adamson 
of Georgia, Chairman of the 
House Committee on Interstate 
and Foreign Commerce, a letter 
in which he urges a restoration 
of the $10,000 limit on policies. 
His letter read: 

My dear Judge: May I not 
express to you and through you 
to the Committee on Interstate 
and Foreign Commerce of the 
House my sincere gratification 
at the favorable report the com- 
mittee has just made on the bill 
granting family allowances, in- 
demnities, and life insurance for 
the officers and enlisted men of 
the army and navy; and the 
hope that the proposed measure 
may receive the prompt ap- 
proval of the Congress? 

There are so many arguments 
for the bill that I do not know 
which to put forward as the 
most imperative. No doubt you 
have assembled them in your 
own mind in their most effective 
order. But what principally ap- 
peals to me about the bill is 
that it takes into consideration 
the whole obligation of the sol- 
dier not only, but the whole 
obligation of the Government 
the obligations of justice and 
humanity both to the soldier 
and to his family. It is one of 
the most admirable pieces of 
legislation that has been pro- 
posed in connection with the 
war, and I cannot too earnestly 
urge its adoption. 

I observe with regret that the 
limit of life insurance available 
to the officers and men in the 
service has been reduced from 
$10,000 to $5,000. I earnestly 
hope that the $10,000 limit may 
be restored. 


WOODROW WILSON. 
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3. Minimum paid-up and extended in- 
surance values; 

4. Incontestability after two years; 

5. (Right of reinstatement; 

6. No cancellation of policy without 
notice; 

7. Automatic values if unclaimed; 

8. Prompt payment of claims; 

9. Publication of full details, includ- 
ing particulars of claims resisted, etc. 

It would appear as if any or all of 
these benefits could be abrogated .by 
the Director of the Insurance Bureau, 
since he is given full power “to deter- 
mine the exact terms and conditions 
of such contract of insurance.” Doubt- 
less it will be said that the director 
will be guided by the laws of the var- 
ious States, but many of us have had 
experience with insurance officials who 
enter this technical business with only 
a knowledge of general business life, 
and their views on the equities of a 
life insurance contract often differ rad- 
ically from those of trained experts. 


ONE IN FIFTEEN KILLED 





An Estimate of European Fighting 
Force Chronicled By James H. 
Collins 





James H. Collins, of the staff of the 
“Saturday Evening Post,” is now doing 
literary work for the United States Gov- 
ernment, He published a page story in 
the “Publie Ledger” of Sunday on the 
war risk bill. In discussing European’ 
ynortality he said: 

Losses in war through death, 
wounds an@ ‘disease are not only 
more moderate than one would 


Chanthen of Commerce’s 
War Risk Report 


WANTS MORE LIBERAL COMPEN- 
SATION FOR DISABLED 








Automatic Insurance of $5,000 Unless 
More Insurance or None Be 
Specified 





The Chamber of Commerce of the 
United States has made public a re- 
port of its National Chamber Commit- 
tee on the war risk measure. One 
feature of the report which will interest 
insurance men is this statement: “The 
committee has been assured that the 
bill does not contemplate the extension 
of government activities into the gen- 
eral field of insurance business, but 
that it simply provides an opportunity 
for soldiers and sailors of the United 
States to insure their lives during a 
period of emergency, and that after the 
passing of such period this provision 
will apply only to those who continue 
to be exposed to the hazards of naval 
and military life.” 


Favors More Liberal Compensation 

The report expresses the opinion that 
the allowances proposed in the bill are 
fair and calculated to meet average cir- 
cumstances. It declares, however, that 
the rates of compensation in cases of 
death or disability might be a little 
more liberal, notably in respect to men 
who continue to suffer from a severe 
malady contracted during war service. 
Although the bill takes cognizance of 
dependents other than widow, child or 
widowed mother, the clause covering 
compensation for death or disability 
does not do so, and it is believed is 
now too limited in its provisions. The 
report suggests that this inconsistency 
should be remedied by provision in the 
compensation clause for parents, grand- 
parents, brothers and sisters if shown 
to be wholly dependent on the soldier 
or sailor prior to the latter’s enlist- 
ment. 

$5,000 Worth of Insurance 

The report also suggests an amend- 
ment providing that it will be assumed 
that automatically every enlisted man 
takes out $5,000 worth of life insur- 
ance at the rate provided under the 
bill, the premium for which shall be 
deducted from his monthly pay unless 
and except, during the period avail- 
able for his consideration of the mat- 
ter, he makes a specific request in 
writing that he wishes to increase the 
amount of his policy or desires to be 


absolved from the insurance obliga- 
tion. 
think, judging by accounts of 
charges and battles, but show a 
steady decrease for the Allies as 
the war organization is improved 


and the game learned. Recent fig- 
ures published for the French army 
illustrate this vividly. While the 
French were fighting in the open, 
opposing German artillery and high 
explosives with their unprotected 
lines, the proportion of killed, mise- 
ing and prisoners was nearly 5% 
per cent. of the mobilized strength. 
But last year it was reduced to 2% 
per cent., and at some periods as 
low as 1% per cent. Estimates by 
our marine corps for the European 
armies indicate that only one man 
in fifteen is killed, and that of the 
wounded 95 per cent. recover, and 
90 per cent. are fit to fight again. 
Any increase in death from wounds 
in this war is more than made up 
by the greater recovery from 
wounds under modern surgical treat- 
ment, and in the elimination of 
losses from disease, which have 
been almost abolished. 
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San Jacinto Life 
Celebrates Best Year 


BANQUET AT BEAUMONT, TEXAS, 
ATTENDED BY ITS STAFF 


Three Agents From the Western Plains 
of Texas Capture Mid-Summer 
Contest Prizes 


The San Jacinto Life Insurance Com- 
pany has just closed the most success- 
ful year in its history, and a fitting cul- 
mination of twelve months’ strenuous 
effort took the form of a two days’ con- 
vention and celebration held in Beau- 
mont, Texas, last week. The death of 
his stepfather caused the absence of 
President Hargrove. In the absence 
of President Hargrove, Vice-President 
Ed. Paggi acted as toastmaster. He 
paid tribute to the thirty-five live wire 
agents present that will serve as an 
inspiration to them in their future en- 
deavors to eclipse past records. 

Prize Winners 

Mr. Paggi announced that three men 
on the western plains of Texas had de- 
feated all other Company agents in the 
midsummer contest which began July 15 
and closed August 15. W. P. Deurbin, 
of Vernon, won the first prize, a hand- 
some nineteen-jeweled gold watch, for 
producing the largest volume of busi- 
ness, having written forty-two policies, 
totalling $98,250, which netted the Com- 
premiums. J. M. 


pany $3,091.12 in 
Thomas, of Vernon, was awarded the 


second prize, $25 in gold, for receiving 
the largest number of applications. ‘He 
wrote fifty-five policies, aggregating 
$90,500, the premiums amounting to $3,- 
019.79. ‘The third prize was won by 
Joseph Stringer, of Vernon, who wrote 
31% applications, totalling $70,750, and 
amounting to $2,058 in premiums. Mr. 
Paggi said that the volume of business 
written during the thirty-days’ contest 
was $510,130, with premiums amounting 
to $16,452. 

Speakers of the evening included 
Oliver J. Todd, who succeeded FE. E. 
Townes as attorney for the Company, 
and a number of citizens. The Com- 
pany’s history was reviewed, and a de- 
serving tribute paid to President Har- 
gic ve, to whose superior administrative 
abilities is largely due the Company’s 


success. Orchestral selections inter- 
spersed the program, which was 
marked by patriotism from start to 
finish. The following were among those 
present: 


Ed: Paggi, vice-president of the Com- 
pany; James S. Edwards, secretary- 
treasurer; Dr. D. S. ‘Wier, medical di- 
rector; ‘L. Gordon, M. ‘Boyd, W. T. Skin- 
ner, Nocona; C. A. Riggs, Jas. L. Keith, 
John L. Keith, R. E. Smith, Oliver J. 
Todd, E. P. Bennett, W. P. Deurbin, 
Vernon; Rev. E. P. Kennedy, Prof. UH. 
F. Triplett, Travis ‘Lambert, Port Ar- 
thur; ‘R. H. \Nichols, Vernon; J. M. 
Thomas, Vernon; Joe Stringer, Vernon; 
Colonel W. D. Bettis, Orange; A. Scigo, 
Weimer; Louis Monsuer, ‘L. T. Murray, 
Vernon; Sam Fertitta, Dr. A. H. Braden, 
A. A. Oxford, Dr. J. W. Garth, George 


A. Wells, J. T. Shelby, Dr. B. A. Mann, 
Dr. J. H. Reagan, George E. Stailey, 
Jacksonville; EK. T. Tisinger, Neder- 
land; ‘H. A. Perlstein and A. J. Mixson, 


Vernon, 
The Program 
The program of the convention fol- 
lows: 
Wednesday 
Morning. 
9:30—Informal meeting of agents at 
Company’s offices, 4th floor, Perl- 
stein Building. 
12.00—-Leave Company’s offices in a 
body to attend luncheon with 


Beaumont Rotary Club. 
Afternoon. 
3:00—Meeting at Company’s offices for 

discussion of topics of general in- 


terest. 
5:00—Leave for automobile trip to 
Port Arthur and points of inter- 


est en route. 
Evening. 
‘SSea-foou supper at 
Pleasure Pier. 
Thursday 
Morning. 
(Meeting of all agents at Com- 
pany’s offices. Election of new 
members to San Jacinto $100,000 
Club. ‘Transaction of club  busi- 
ness. 
‘Boat trip on Neches River. In- 
spection of ship building plants 
Lunch served on boat. Thcse 
who have not made this trip can- 
not afford to miss it; those who 
have made it will welcome an 
opportunity of going again. 
Afternoon. 
After returning from the river trip, 
The remainder of the afternoon 
will be devoted to rest. 
: Evening. 
‘All agents and guests will as- 
semble at the (Ompany’s offices 
promptly at 7:00 preparatory to 
making auto trip to Country Club. 
Banquet at 7:45. 


:00 Port Arthur 


~] 


12:00 


7:00 


G. W. TAYLOR PRESIDENT 


Missouri Man Heads New York Life’s 
$200,000 Club With $1,850,470 
Paid-for 


George W. Taylor, of the Missouri 
Clearing House, has been elected presi- 
dent of the New York Life’s $200,000 
club, having paid in one year $1,850,470. 
This is the highest record ever made 
by a man winning the presidency of 
this club. In 1902 Harold Peirce, of 
Philadelphia paid for $1,603,375. 

The five vice-presidents at large are: 
Isidore Spiegel, whose 5th year club 
record is $1,026,000; Michael Rubin, 3rd 
year club record, paid insuranee $728,- 
000; Dr. Chas. H. Webster, lst year, 
paid insurance, $712,497; F. C. Moser, 
5th year, paid insurance, $654,359; 
Paul T. Bell, 2nd year paid insurance, 
$646,563. 

Harry B. Rosen was barred from the 
presidency of the club, as he cannot 
hold it a second time. His record this 
year was 50 per cent. more than last 
year. Thomas A. Buckner says he is 
the greatest writer in any life insur- 
ance company. 


Mrs. Florence Shaal, Equitable Life, 
in Boston, has presented an ambulance 
for use in one of the French units. 





W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 








TO OPPOSE REBATING 


Organization of the Arkansas General 
Agents’ Association Means Stren- 
uous Anti-Rebate Laws 

The Arkansas General Agents’ Asso- 
ciation was formed at a meeting of the 
general agents of old line insurance 
companies, at Little Rock on August 
27. It will be entirely separate from 
the organizations belonging to the Na- 
tional Life Underwriters’ Association, 
and will aim to give constant attention 
to executive matters in connection with 
company and general agency executive 
control in Arkansas, 

The new organization elected Thomas 
T. Myers president and Darwin Ahrens 
secretary. At a previous and informal 
meeting of the General Agents’ Asso- 
ciation, Sid \B. Redding, Thomas T. 
Myers, C. G. Price, A. FE. Lee and H. H. 
Conley were appointed members of the 
committee to present to Arkansas 
agency managers and general agents 
for their signature, an agreement look- 
ing to the abolishment of the rebate 
practice among insurance men in the 
State of Arkansas. 





HOME LIFE 


INSURANCE CO. 
(Now Purely Mutual) 
256 BROADWAY, NEW YORK 


GEORGE E. IDE, President 


The fifty-seventh annual 
report shows insurance in 
force of $133,493,000, an 
increase during the year of 
$7,832,827. The Company 
paid the policyholders in 
1916 $3,536,233, of which 
$628,406 was in dividends 
or premium refund. Its in- 
surance reserve fund was 
increased by $1,300,000 and 
the Assets are now $32- 
821,462. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agts. 

256 Broadway, New York, N. Y. 





It is intended to supplement the work 
of the General Agency Association 
against rebating by having the plan 
approved by associations of life insur- 
ance underwriters and by securing of 
the passage of an anti-rebate law in the 
next session of the Arkansas Legisla- 
ture. in case of failure to secure as- 
sistance from the home offices, they 
will appeal to the Insurance Commis- 
sioners of the various States. 


WITH MORRIS PLAN 

Claude E. Scattergood, of the Fidel- 
ity & Casualty Company, and A. J. 
Smith, who has had life insurance ex- 
perience in the South, have gone with 
the Morris Plan Insurance Society. Mr. 
Smith will be superintendent of agen- 
cies, 


Build Your Own Business 


under our direct general agency contract 





Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 | 














Z0.5 DOOD) O4 <> KOON OX<>'0 | 





started. 





We don’t contract with poor men. 
We give a new man our attention until he is 


We make our men make good. ; 
Why don’t you work for us? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 
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Maryland Assurance 
To Begin January 2 
TO TAKE MARYLAND CASUALTY’S 


ACCIDENT AND HEALTH DE- 
PARTMENT 





President John T. Stone a Famous 
Figure in Casualty Insurance—Dis- 
cusses New Company 


The announcement last week that 
the Maryland Assurance Corporation 
would be formed under the auspices of 
the Maryland Casualty Company with 
John T. Stone as president created 
considerable interest among life insur- 
ance men, as it will bring a new and 


powerful personality into the life in- 
surance business. John T. Stone has 
been one of the strong figures in casu- 
alty insurance for years; he is not 
only a successful chief executive, as 
the success of the Maryland clearly 
shows, but he is an independent person 
who will fight at the drop of the hat 
for his rights and has often done so. 

It is proposed that the Maryland 
Casualty Company will turn over to 
the new corporation its accident and 
health department. This department 
had an annual premium income in 1916 
of $1,112,407, which has shown an in- 
crease Of a Substantial nature this year 
to date. The Maryland Casualty will 
re-insure with the new corporation this 
entire volume of business. 


Advantages of Transfer 

The advantages to the new corpora- 
tion of transferring to it the Maryland 
Casualty Company’s accident and health 
business, Mr. Stone says, are: 

1. Life insurance and accident 
and health insurance are closely 
related. They cover, in combina- 
tion, the entire range of the need 
of a man and his family for 
financial protection against every 
physical danger to his own person 
—disease, accidental injury and 
death. It is a great advantage for 
a company to be able to offer any 
and every kind and degree of such 
protection, so that the preference 
of every prospect may be fully 
satisfied. 

2. This re-insurance will give the 
new corporation, from the start, a 
premium income of considerably 
over a million dollars per annum, 
and steadily growing. 

3. It will also place the new cor- 
poration immediately in organic 
relations with the continent-wide 
agency corps of the Maryland Casu- 
alty Company. While these agents 
are not distinctly ‘ife insurance 
men, many of them place con- 
siderable life insurance business. 
Through these agents and their 
knowledge of their respective lo- 
calities, from the insurance man’s 
viewpoint, the organization of the 
new corporation’s distinctive life 
insurance agency corps will become 
much easier and speedier. 

It is a wise arrangement for the 
Maryand Casualty Company, Mr. Stone 
continues, because: 

1. The life agency organization 
of the new corporation will be a 








producer also of casualty and surety 
business, 

2. The transfer of the home office 
force of the accident and health 
department to the new corporation 
will release 2,035 square feet of 
very desirable space. 

3. The re-insurance of the Mary- 
land Casualty Company’s accident 
and health business will release 
from its premium reserve account 
over $200,000 and add the same 
to its surplus account. 

4. Asthe Maryland Casualty Com- 
pany will own directly 60 per cent. 


JOHN T. STONE 


of the stock of the new corporation 
and as those who are interested in 
the Maryland Casualty Company 
will own the remaining 49 per 
cent., whatever benefit results from 
the proposed arrangement will con- 
tinue to inure to the advantage of 
the same owners substantially as 
at present. 

From the point of view of the joint 
interests of the two ccmpanies, there 
are these advantages: 

1. The quality of accident and 
health risks is improved when cov- 
ered in conjunction with a life in- 
surance business, as a result of the 
medical examination required in 
writing life insurance. 

2. A company is not permitted, 
under the laws of many States, to 
write life insurance, casualty insur- 
ance and surety bonds. Hence, a 
new company is the only channel 
through which the Maryland Casu- 
alty Company’s accumulated facil- 
ities may be made available for the 
writing of life insurance. 

Department Heads 

The pres‘dent of the new company 
will be Mr. Stone. The agency director 
of the accident and health department 
will be Richard H. Thompson, now 
fourth vice-president of the Maryland 
Casualty. The underwriting and claims 
manager of the accident and health de- 
partment will be George W. Powell and 
F. Le Roy Templeman, now with the 
Maryland Casualty. 

The Company hopes to begin writing 
business on January 2, 1918. 








Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 





Little to Manage 
Fusion Campaign 


RESIGNS AS MANAGER PUBLICA- 
TION DIVISION OF METROPOLITAN 


Famous in Newspaper and Political 
Circles—J. V. Barry in Charge of 
Metropolitan’s Department 

Luther B. Little, head of the publica- 
t:on division of the Metropolitan Life, 
which among other details has charge 
of the issuance of a daily paper for 
the Metropolitan force and of a month- 
ly paper, has resigned to become cam- 


paign manager for the Fusion Ticket, 
the head of which is Mayor Mitchel, 
of New York City, candidate for re- 
election. The Fucionists might have 
searched every magazine and news- 
paper office in the city without finding 
as competent a man as is Mr. Little, 


who has spent a life time in 


tion with journalism. 


connec 


An Unusually Competent Journalist 
Often Luther B. Little has been re- 
ferred to as an ideal man. 
Not only essentially capable in his pro- 


newspaper 


fession, he has obtained and retained 
the confidence of every person with 
whom he has come into contact. In 


the daily newspaper offices of the 
Metropolis his word is as good as his 
bond. There has not been a city 
editor in town who would have thought 
of printing a story about Metropolitan 
Life’s activities without calling up Mr. 
Little for corroboration. Conversely, 
when he went into a city editor's office 
with some story of the Metropolitan 
Life it was printed invariably accord- 
ing to the facts as were presented by 
Mr. Little. His acquaintance with in- 
eurance subjects is so generally recog- 
nized that many editors have kept in 
touch with him in order to set them- 
selves straight whenever an insurance 
topic came up. ‘Thus, he was a good 
influence in every way for insurance. 


Considerable Political Experience 

Mr. Little is by no means a tyro in 
politics. He knows personally every 
man who has had any influence or im- 
portant connection with politics since 
the early nineties. He was one of 
the incorporators and the former presi- 
dent of the “Amen Corner,” a group 
of the leading public men and news- 
paper men of New York City, who give 
dinners which compare favorably with 
those of the “Gridiron Club” in Wash 
ington. For some time he was with 
the Republican State Committee in 
charge of its Literary Bureau. 

Mr. Little began as 7 newspaper re- 
porter in Chicago on the “Evening 


News.” From there he went to Minne- 
apolis as a reporter on the “Tribune.” 
The St. Paul “Globe” had him as a 


city editor. While with that paper the 
Minneapolis “Tribune” took him away 
from the “Globe” and made him its 
city editor. He always had a liking 
tor public affairs and when he went 
to Washington as correspondent for 
the St. Paul “Pioneer Press,” he built 


spiration to every 


up a tremendous acquaintance among 
the nation’s leading men. As all news- 
paper men have their eye on New York 
as a goal, Mr. Little was no exception 
and he joined the staff of the New 
York “Times” in 1891. That paper sent 
him to Albany where for four years he 
watched and reported proceedings of 
the Legislature. At that time not to 
know Lather B. Little was not to know 
much about New York State happen- 
ings. Mr. Little went with the Metro- 
politan Life after his service with the 
kKepublican State Committee. With the 
Metropolitan he enhanced his reputa- 
tion. 
Barry Takes Charge 

James Victor Barry, assistant secre- 
tary of the Metropolitan Life, will take 
charge of the publication department 
of the Metropolitan for the time being. 
Mr. Barry is probably the best-known 
man in the insurance business and one 
vf the most gracious. A remarkably 
clever after-dinner speaker he is in no 


sense of the word a snob, and he will 
accept an invitation to travel a thous- 
and miles and talk before an under- 


writers’ association in a small town as 
readily as he will one where his 
auditors are of the high executive 
class. The only question is whether 
the time at his disposal is enough so 
that he can comply. He sizes up men 
instantaneously and correctly and wins 
out by his sincerity as well as his real 
and acute powers of observation. Mr. 
Barry began life as a newsboy, in 
Michigan. About the same time Wil- 
liam Alden Smith, now United States 
Senator, W. B. Joyce, of the National 
Surety Co., and F. W. Stevens, (later 
with J. P. Morgan & Co.) also sold 
papers in the Wolverine State. They 
often exchange notes of their early 
experience, ‘Their success is an in- 
boy in Michigan to 
Later Mr. Barry became a 
local agent. Then he was made insur- 
ence commissioner in Michigan, in 
which office he made a deep and last- 
ing impression, 


‘his day. 


ONE CLUB HE DIDN’T MAKE 


Dr. C. E. Albright Only Wrote Sixty- 
Three Lives, So Marathon Doesn’t 


Get Him 
Dr. Charles E. Albright, who wrote 
and paid for $2,294,500 in the North- 


western Mutual Life in its year ending 
June 1, belongs to the Union League 
Club, New York, and other social or- 
ganizations but there is one club that 
he was not able to make and that’s 
the Marathon, of the Northwestern Mu- 
tual. In order to join that select group 
it is necessary to write one hundred or 
more applications. He succeeded in 
insuring only sixty-three lives. How- 
ever, he managed to find this rather 
worth while as his average per life 
was $36,420. So it will be seen that he 
wasn’t loafing on the job. 

Herman Duval, of New York, at one 
time a bookkeeper for Arbuckle Broth- 
ers, wrote 155 lives His writings for 
the Northwestern year were $986,500. 
He hopes ta do a million next year. 

Harry L. French, of Wausau, Wis., 
who was once with the General Electric 
Company, headed the Marathon Club 
with 198 lives. 





ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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Fine Program for 
New Orleans Meet 


MANY PRIZE DISCUSSIONS AT 
COMING CONVENTION 








Williams, Woods, Russell, Priddy, Shuff 
and Mrs. Fithian, Chairman of 
Debates 





J. Newton Russell, president of the 
National Association of Life Under- 
writers, has labored hard on the pro- 
gram for the New Orleans’ convention, 
and everything indicates that’ the 
gathering will be a great success. It is 
believed that there will be at least five 
hundred in attendance. Already a large 











J. N. RUSSELL 


number of reservations have been made 
on the New York and Chicago special 
trains. 

‘Mr. Russell has done considerable 
traveling for the association during the 
year, and finds interest in the organiza- 
tion is keener than ever, 

An interesting snapshot of Mr. Rus- 
sell, recently printed in the publication 
of the Pacific Mutual at the home office 
general agency, is reproduced in this 
column, 


The Program 


The program for the convention of 
the National Association of Life Under- 
writers was made public this week. 
The address of welcome will be given 
by Eugene J. McGivney, general coun- 
sel of the Pan-American Life, and for- 
mer Insurance Commissioner of Louis- 
jana. 

Among the reports to be read on the 
first day are those of the committees 
on 6,000,000 New Policyholders’ Cam- 
paign; on Law and Legislation; on 
Scientific Salesmanship; on Extension 
of Life Insurance For Credit; and on 
Publications. 

Wednesday afternoon, September 26, 
will be known as “Field Men’s Day,” 
with Wilson Williams, New Orleans, in 
the chair. The first address will be on 
“The Life Agent,” delivered by Charles 
W. Pickell, Detroit and New Orleans. 
There will follow a general discussion 
on “The Best Method of Presenting 
Monthly Income Insurance,” five-minute 





talks. A prize of $5 will be given for 
the best talk. Prize essays will then 
be read covering this subject: “The 
Service of a Life Insurance Agent to a 
Nation in Time of War.” Alfred C. 
Newell is chairman of the Prize Essay 
Committee. On Wednesday night there 
will be an automobile ride to the South- 
ern Yacht Club where a buffet dinner 
will be served. 

Lawrence Priddy will be chairman of 
the Thursday morning session; topic, 
“Association Building.” W. S. Kies, 
vice-president National City Bank, New 
York, will discuss “The Life Agent and 
His Country.” A general discussion of 
“How To Sustain Local Association In- 
terest ana Prevent Lapses,” will result 
in a $5 prize for the best talk. Asso- 
ciation ethics will be presented by C. 
W. Scovel, Pittsburgh, and others. 


W. M. Horner, Minneapolis, will pre- 
sent his views, leading a general dis- 
cussion on Thursday afternoon. An- 
other prize discussion will be on “The 
Best Method of Securing New Mem- 
bers.” A third discussion will be on 
Managers’ Luncheon Clubs, “Their Aims 
and Objects.” 

In the afternoon John L. Shuff, Cin- 
cinnati, will be chairman, President 
Coffin, State Life, will discuss “The 
Field As Seen by the Office.” Other 
discussions will be on weekly applica- 
tions and insurance for women. ‘Mrs. 
Cora B. Fithian, Los Angeles, will lead 
the women’s talks. A $10 prize for the 
best closing argument will wind up 
Thursday afternoon. 

General Wood to Talk 

A big banquet at the Grunewald, ad- 
dressed by Leonard Wood, will be held 
Thursday night. 

“Agency Building” is stated for Fri- 
day with BE. A. Woods in the chair. 
Insurance Commissioner Bailey, Louis- 
iana, Forbes Lindsay, Los Angeles, and 
Dr. Walter Dill Scott, Carnegie Bureau 
cf Salesmangship, will each deliver ad- 
dresses. Winslow Russell, Phoenix Mu- 
tual, will lead a discussion on “Advan- 
tages of Methodical Work.” FE, A. 
Woods will lead a discussion on “What 
Practical Helps Are Most Valuable To 
Agents?” ‘This will include “Furnish- 
ing Prospects,” “Furnishing Expert As- 
sistance,” “Furnishing Instruction and 
Information Courses,” “Elimination of 
Brokers and Rake-off Men.” On Friday 
afternoon Forbes Lindsay will explain 
the University of California Life In- 
surance Exhibit used in public schools. 





F. A. BERTHOLD MAKES CHANGE 
Prominent Producer in P. F. Huff 
General Agency and Formerly With 
Mutual Benefit Opens Own Office 





Frank A. Berthold, who has been 
identified with Perez F. Huff, general 
agent of the Travelers, for the past 
three years and who has made a fine 
record of production, has opened an 
office at 55 Liberty Street. Mr. 
Berthold was for several years a lead- 
ing producer of the Mutual Benefit. In 
tis new venture he plans to do a 
general brokerage business on advanced 
lines and to this end aims to surround 
himself with experts in all lines of 
insurance. 


THIRD GERMANIA BULLETIN 

The Germania Life’s third bulletin 
in its National Economic Mobilization 
cf Life Insurance Policyholders’ bulle- 
tin service deals with “How To Live 
Longer,” It tells about the Life Ex- 
tension Institute Service For Policy- 
holders. ? 





The German Brewers and Coopers 
Sick Benefit Society of Brooklyn has 
decided to discontinue business. 





Cc. C. Hisemann has resigned as su- 
perintendent of agents for the Lutheran 
International Insurance Company from 
September 15. 





We want a GOOD PERSONAL PRODUCER and organizer 
for DESIRABLE TERRITORY in several states west of the 
Mississippi River. EXCELLENT CONTRACT. 


Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA, 

is a LEADING LOW NET COST, annual dividend, MUTUAL, 

OLD LINE company. Record for 1916— increase in insurance 

in force, 20%; in paid-for business, 51%; in assets, 15%; in 

amount apportioned for 1917 dividends, 71%. 








MORE Fidelity insurance. 
Write to-day— 


INCORPORATED 1878 


40% Increase in Paid New Premiums—that 


Direct leads and the Fidelity “Income for Life” plan are making money 
for Fidelity field men. Any man who can sell life insurance can sell 


tells the 1916 story of Fidelity progress. 


Fidelity Mutual Life 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LE MAR TALBOT, President 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 
By the State of Texas, June 28, 1915 

**It is noteworthy that this Company was organized without any promotion expenses.”’ 

‘*I beg to report further that I find the Company in excellent financial condition.” 


**The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision.”’ 


Home Office, DALLAS, TEXAS 








It stands alone in that result. 





The Connecticut Mutual Life Insurance Company, 
PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. 
Zapernnce Se DOTOk, Tee DOTS BiB evccccnccnccsccctcensarvesccssescecs seees $253,439,405.12 
WHAT NO OTHER COMPANY HAS DONE 
To repay to its Policyholders in Death Claims, Endowments, Dividends, Sur- 
render Values, Annuities and other credits more than they have paid to it in premiums. 








Total premiums received, Dec. 1, 1846, to Dec. 31, 1916 ............cceeeeeee $310,337,255.71 
Total returned to Policyholders, as above noted, in same period.......... 319,548,729.00 
ee SL, 0 os cccveinh dbedeikk nineteen meeeseweinawneeeeeiamicn ° 9,211,473.29 





DIVIDENDS BOUGHT ADDITIONS 


A Northwestern Mutual Life Policy 
Where Dividend Finally Equalled 
Amount of Premium 








On February 3, 1873, the Northwest- 
ern Mutual issued an ordinary life con- 
tract for $2,000 to Theodore Speiden 
of Nashville, Tenn. The applicant was 
then 27 years old and agreed to pay an 
annual premium of $41.50. Mr. Speiden 
used all his dividends to buy additions. 
February 3, 1917, the annual dividend 
allotted was $41.50, the exact amount 
of the gross premium. The insured died 
July 2, 1917, aged 72. The Company 
promptly paid the claim, consisting of 
$2,000 face amount of policy, $2,027 
additions, and $41.55 post-mortem divi- 
cend, a total of $4,068.55. 

This policyholder paid total  pre- 
miums of $1,867.50 over a period of 


forty-five years and the company paid 
at his death $2,201.05 more than it had 
received. In addition the insured had 
a constantly increasing amount of pro- 
tection and his insurance had doubled 
during his life by the mere payment of 
the stipulated gross premiums. 





JOINS BOOKSTAVER STAFF 

Oscar E. Stern has joined the staff 
of the Jos. D. Bookstaver general 
agency of the Travelers. For thirteen 
years Mr. Stern was. connected with 
Fred S. James & Co. in their New York 
and Chicago offices and was last identi- 
fied with John A. Eckert & Co. 
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Group Resolution 
of the Commissioners 





ACTUARIAL SOCIETY INVITED TO 
NAME SIX ACTUARIES 





How Discussion at Convention Shaped 
Up—Views of McMaster, Chorn 
and Others 





The group life insurance investigation 
resolution adopted by the insurance 
commissioners at St. Paul last week 
reads as follows: 


Resolved, that a committee rep- 
resenting the convention and com- 
posed of six, to be selected by the 
president of this convention, be re- 
quested to make an investigation 
and to report to this convention 
such standards or bases for con- 
ducting the business of group life 
insurance as are, in their judgment, 
necessary for its prudent operation, 
and that the convention invite the 
Actuarial Society of America to se- 
lect six actuaries, representing the 
life insurance companies, to co-op- 
erate with this committee in the in- 
vestigation and report, to the end 
that a result may be reached which 
will inspire confidence and general 
acceptance. 

Not Entirely An Actuarial Question 

In connection with group insurance 
Commissioner Hardison’s original res- 
olution recommending an investigation, 
designated actuaries of State depart- 
ments to confer with members of the 
Actuarial ‘Society, but there was oppo- 
sition to this on the ground that it is 
not entirely an actuarial question. 
There are many other features under- 
standable to the layman and requiring 
his judgment and opinion. For these 
reasons the resolution as finally adopted 
provides for a committee composed of 
commissioners instead of department 
actuaries, who will invite company act- 
uaries to participate in the work of in- 
vestigation. It was fully recognized 
that the convention should go slow in 
recommending changes affecting this 
class until more experience has been 
had with it. Such questions as what 
shall constitute a group; conditions of 
policies and limits within which the 
business shall be conducted are among 
those uppermost. 

Considerable fear was expressed that 
the introduction of disability, double 
indemnity and group insurance are fea- 
tures productive of controversy under 
the life policy, which it has taken a 
long time to clear of misleading and 
obscure conditions. ‘The wide variance 
in charges for disability and double in- 
demnity were referred to and the plea 
entered that they be made uniform and 
safe. The right of a company to grant 
more liberal conditions in one State 
than in another was doubted because 
of anti-discriminatory laws. Re-insur- 
ance of the double indemnity feature 
in weak casualty companies was also 


touched upon. It was also claimed that 
the use of accident and health features 
in connection with life insurance may 
lead to selection above that contem- 
plated in the mortality tables. From 
seven to twenty-two per cent. of life 
claims are reported caused by accident. 
If this be true a company might easily 
in course of time become embarrassed 
by an accumulation of business carry- 
ing the double indemnity feature. It 
is believed that if the companies issue 
health and accident features their ex- 
perience should be kept distinctly sep- 
arate. 


Vocational Groups 


The difference between industrial and 
vocational groups in group life insur- 
ance was considered. The latter were 
regarded as in violation of the group 
principle. One plan, involving a State 
bankers’ association composing 850 
banks, was cited. It was proposed to 
allow a few men from each bank to 
make up a group. Another scheme to 
make a group out of bank depositors 
was told of. It is these doubtful prop- 
ositions which it is felt should be kept 
from defeating the high and useful pur- 
pose of group insurance as originally 
conceived. Commissioner ‘McMaster 
urged that nothing be done to restrain 


group insurance but every means 
should be provided to promote its 
safety. Its perpetuity depends upon 


whether it be placed in logical groups. 
There should be no selection within a 
group. Superintendent Chorn held that 
the controlling consideration should be 
whether the entire membership of an 
organization or group be taken in. 


Not Much Fraternal Discussion 


Fraternal matters were touched on 
but lightly. Commissioner English of 
Iowa referred to this branch as pre- 
senting some of the greatest problems 
confronting the National Convention 
and Deputy Houghton, of Washington, 
brought to the attention of the conven- 
tion the difficulties confronting this 
class of business. It is well known that 
a considerable number of societies can- 
not survive under present methods of 
management and the commissioners 
realize the necessity for action to min- 
imize the number of failures among this 
class. 

The commissioners are thoroughly 
alive to the obnoxious methods of re- 
insuring and merging fraternal orders, 
as shown in a recommendation of the 
executive committee favoring thirty 
days’ notice to departments in connec- 
tion with these transactions. 

The spectacular looting of the Pitts- 
burgh Life & Trust made a deep 
impression upon many State officials. 
This bids fair to bring about a move- 
ment to so tie up funds with the State 
that such operations will be rendered 
more difficult, if not impossible. 


Joint Taxation Meeting 


Chairman Nesbit of the committee on 
taxation asked for authority to hold 
a joint session with the American Life 
Convention and the Association of Life 
Insurance Presidents before the De 
cember meeting. This was granted. 


Fraternals Still Against 
Group Insurance 





ATTACKED IT SHARPLY AT THEIR 
RECENT CONGRESS 





Also Condemn Social Insurance—Sharp 
Criticism of Groups Made By 
Attorney Sullivan 





The results of the recent National 
Fraternal Congress are summed up in 
the “Fraternal Monitor” in this wise: 

1. Approval of the government mili- 
tary and naval compensation and in- 
surance bill now before Congress of 
the United States, with the suggestion 
that $5,000 free insurance be given in 
addition to the provisions already in- 
cluded. 

2 Social insurance was condemned, 
and to attain the good which the ad- 
vocatés of compulsory health insurance 
claim is the aim of their propaganda, 
the IN. F. C. of ‘A. will establish a Na- 
tional Health Conservation Committee 
to organize the whole fraternal system 
in a health conservation movement. 

8. The stand in opposition to group 
insurance was reaffirmed, and the exec- 
utive committee was instructed to ap- 
point a special committee to obtain 
State laws to prevent the writing of 
such insurance. 

4. Whole family protection, which is 
the writing of juvenile insurance by 
fraternal societies, was speeded along 
for a greater success than the move- 
ment has attained in the past year. 
The attitude of Jesse S. Phillips, Su- 
perintendent of Insurance of (New York. 
who is attempting to prevent the writ- 
ing of this business in other States as 
well as New York State, was con- 
demned, and his interpretation of the 
law challenged. 

5. (National Fraternal Day—October 
27th—was again endorsed, and efforts 
to make it a national holiday by vote 


of Congress will be renewed. A gen- 
eral movement to have all societies 
observe the day was started. 
Call Royal Arcanum Proceedings 
“Farcical” 
6. By special resolution the farcical 
receivership proceedings against the 


Royal Arcanum were condemned. Al- 
though the Royal Arcanum withstood 
the attack, the whole fraternal system 
suffered on account of the undesirable 
publicity. The National Fraternal Con- 
gress of America will co-operate to pre- 
vent a recurrence of such a travesty. 

7. Advertising was discussed by ex- 
perts and, although a resolution to raise 
a fund for advertising by a per capita 
solicitation of the members of societies 
in the congress was voted down, an 
advance was made in an understanding 
of the necessities of a national advertis- 
ing campaign and its possible achieve- 
ments. 

One of the insurance department rep- 
resentatives at the St. Paul Convention 
of the Insurance Commissioners made 
the statement that the fraternals are 
dropping their antagonism to group. 
Such was not the sentiment of the Fra- 


THE HEINZ GROUP 





Each Certificate States Insurance is 
Given in Appreciation of Faithful 
Service 





In discussing the H. J. Heinz. Com- 
peny Group, Pittsburgh, the Aetna Life 
says that all premiums will be paid en- 
tirely by the Heinz Company, makers of 
the “57 Varieties.” Employes in all its 
United States branches, as well as in the 
home plant, will benefit by the gift, An- 
nouncement of the insurance and dis- 
tribution of the individual certificates 
took place on Wednesday, August 22, 
in the Heinz Auditorium, before a large 
assemblage of the Company’s employes. 
The presentation was made by H. J. 
Heinz, the president; several other of- 
ficers spoke on the subject. The insur- 
ance, written by K. J. McAlpine, special 
representative of the Aetna Life Group 
Department, is based on completed 
terms of service, beginning with $260 
for three months and continuing to $1,- 
000 for five years of service 


INCOME TAX RULING 





Commissioner of Internal Revenue 
Gives Government's Position on 
Policies For Employes 





The Commissioner of Internal Rey- 
enue this week issued a ruling under 
the corporation income tax law, hold- 
ing that premiums paid by corporations 
to insurance companies on policies in- 
suring the lives of their officers or em- 
ployes are not hereafter deductible from 
gross income, but, to the extent that 
such premium payments have not been 
previously deducted from gross income 
in any return of annual net income, 
they may be deducted from the pro- 
ceeds of the policy’when such proceeds 
are received, the net proceeds being re- 
turned as income, The text of the rul- 
ing follows: 

“Treasury decision 2090, in so far as 
it authorizes corporations to deduct 
from gross income the annual premiums 
paid on policies insuring the lives of 
officers or employes in favor of such 
corporations, is hereby modified to the 
extent that instead of the corporations 
carrying such insurance being per- 
mitted to deduct from gross income of 
the year in which paid the amount of 
the annual premium payments, they will 
hereafter be permitted to deduct from 
tbe gross proceeds, when received, of 
any policies of which the corporations 
are the beneficiaries the entire amount 
of the premiums paid during the term 
of the policies, less any premium pay- 
ments which, under the former ruling, 
have been deducted from gross income 
in any return of annual net income and 
the net proceeds of the policies thus as- 
certained will be returned as taxable 
income of the year in which received.” 


Congress. A long attack on 
group insurance was read by John J. 
Sullivan, chairman of the Committee 
on State and National Legislation of the 


Modern Woodmen of America. 


ternal 








44 MILLIONS from 42 AGENCIES 





THE 1916 RECORD OF OUR EARNEST, 
LOYAL AND HAPPY AGENCY FORCE 








New England Mutual Life 


Insurance Company 


BOSTON, MASS. 


The Nation Needs Its Business 


Not less patriotic than those who serve the Nation 
nected with the war, are those who keep the 
Their work contributes to the country’s moral poise, and, as well, keeps sound the 
financial foundation on which our great part in the war must rest. 
one of the great conservators of national resources, : 
myriad homes of the people and the businesses which furnish their maintenance. Life 
insurance has therefore a great opportunity and a great duty in this time of crisis. 


Occasionally we have a General Agency opening 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 


in organizations directly con- 
wheels of business steadily turning. 
Life insurance is 
through its protection of the 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 























Insurance is an institu- 

A Word to tion for the elimination 

Prospective of risk by the substitu- 

Agents tion of certainty for un- 
certainty. Life insur- 
ance is that branch of insurance which 
by a distribution of the losses among 
the many protects the individual by 
eliminating the financial consequences 
of death. Man passes through three 
periods of life—the helpless period of 
childhood, the productive period of 
manhood, the helpless period of old age. 
Life during thie productive period of 
manhood has a monetary value, an 
earning power, which can only be pro- 
tected by life insurance. 

The average man during his produc- 
tive period has dependent upon him 
sons and daughters in the helpless pe- 
riod of childhood, who, with their 
mother, busy in the home making and 
child raising, are entitled to protection 
against financial disaster resulting 
from the death of the bread winner. 

Again, in due time, father and mother 
pass with the years from the produc- 
tive period of manhood and womanhood 
to the helpless period of old age, while 
the children pass from the helpless pe- 
riod of childhood to the productive pe- 
riod of manhood. ‘Life insurance then 
must in its scope be broad enough to 
cover with its protection both periods 
of helplesshess—-childhood and old age. 

Life insurance is an aggressive busi- 
ness, it must be procured by solicita- 
tion. Every one of the twenty-five mil- 
lion policyholders, carrying over twenty 
billions of old line life insurance, be- 
lieves in insurance, but strange to say, 
nearly all of them had to be solicited 
for the very insurance, which in the 
majority of cases, stands between their 
dependent ones and actual want. 

All honor then to the “Knight of the 
Rate Book’—to the man in the field, 
to the man who has practically made 
life insurance what it is to-day. Every 
man connected with life insurance who 
does not sell life insurance, is what 
may be termed a “necessary evil” to 
the business. This may be applied to 
every one at the home offices from the 
president down to the office boy and to 
every one in agencies who as manag- 
ers, clerks or salaried employes, never 
try to write insurance. If a canvass 
could be made of all the life insurance 
companies to ascertain the comparative 
income of officials at the home offices 
and of agents in the field the result 
would show that in all companies some 
agents could be found who were mak- 
ing more money selling insurance than 
any of the officers were receiving in 
salaries for administering the affairs of 
the company. ‘The great attraction 
which life insurance offers to young 
men is from the field standpoint, the 
salesmanship end. If any are contem- 
plating entering the life insurance busi- 
ness, they do so with the idea of sell- 
ing it as solicitiig agents. There is 
probably no business, not requiring a 
capital investment, which offers great- 
er returns for good, hard work put forth 
than that of life insurance. 

More men fail in life insurance 
through sheer waste of time or inability 
to properly utilize their time than from 
all other causes combined. The aver- 
age young man enters the business with 
honest intent and purpose, but with a 
scant idea of what is expected of him. 
There are altogether too few managers 
and general agents who know how to 
train men to be successful agents, but 
regardless of how good a manager may 
be, he cannot put anything into an 
agent which is not already funda- 
mentally in him. Success in life comes 





from within, not frqm without. The 
manager at best can only hope to draw 
out, to develop, to enthuse, by sugges- 
tions and by example, the latent force 
and the untrained good which is with- 
in a man. The more a man is trained 
along this line before he enters the life 
insurance business, the better qualified 
he will be for success after he has en- 
tered it. Your college course is a mind 
trainer, a character builder, a target 
range where you are taught to make 
bull’s eyes. Some college men are edu- 
cated beyond their intellect—such men 
look upon a college course as an end, 
not as a-means to an end. 

No other business has developed in 
the last quarter century as has life in- 
surance and that growth has been a 
growth and development of the type of 
agent selling its policies. The old style 
agent of twenty-five years ago is sel- 
dom seen in the business to-day. Some 
eighty-seven universities and colleges 
in our land are to-day training some of 
the men who will be the agents of to- 
morrow. The college work in life in- 
surance is but in its experimental 
stages now, but each year finds im- 
provement in methods employed in 
class room work and in men turned out. 

If a young man wishes to enter life 
insurance and make a success as an 
agent let him begin now by making a 
success. A few prime requisites are es- 
sential, viz.: knowledge (a) of himself, 
knowledge (b) of life insurance, knowl- 
edge (c) of his own company, and 
knowledge (d) of human nature. The 
knowledge which he imbibes in college 
will be nil on “c’’ because he will not 
make a selection of company to-day— 
it will be fundamental but partial on 
“b” begause “experience is the best 
teacher” and he gets experience in the 
school of hard knocks. It should be 
maximum on “a” and “d’—he must 
learn to know himself and to know hu- 
man nature. If he is to be a success 
in life he had to begin these processes 
before he ever saw college—for ‘college 
is but a mere developer of some of the 
things which he began to learn in the 
home, in the graded school and among 
his playmates as children. In college 
he must learn to analyze and classify 
those things which pertain to self and 
to human nature. His success in life 
insurance—yes, in life itself, will de- 
pend directly in his ability to know him- 
self and to know human nature. 

If he knows he is lazy—either he 
should get over it or stay out of life 
insurance. If he knows he is gullible 

easily influenced, quickly discour- 
aged, he should either take some men- 
tal athletics along this line or stay out 
of life insurance. If he is domineering 
—let him learn early in life that to 
succeed he must be able to dominate, 
but never to domineer. 

As a successful life insurance agent 
—he must dominate the situation every 
time he writes an application, but if 
the furrows in his brain run wrong and 
he is domineering, he will never get ap- 
plications, because he will soon be 
known as an “insurance bore,” a spe- 
cies which we are trying hard to elim- 
inate from the insurance business. 

The life insurance’ college-trained 
men will be given the preference and 
will, so to speak, have the inside track 
over all comers in the beginnings, but 
in the long run as agents it will be the 
survival of the fittest with an open field 
to all comers. 

In college courses the young man 
must learn at least three things as a 
prerequisite to success: (1) something 
about life insurance, (2) more about 


human nature, (3) and most about one- 
self. He must find out if possible of 





THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 
OF GOSTON MASSACHUSETTS 


WILLIAM N. COMPTON, Generuzl Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG:, 220 BROADWAY, NEW YORK, N. Y. 











OLDEST 
Southern Life 


ENOD: - viiersinesageessces 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
LARGEST STRONGEST 
Insurance 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON D 


NE: niconnntnensiepetuneetahasteksdcmeneds oe 


ECEMBER 31, 1916: 







Miinedcaiersnossusabaewedeed $1,300,600.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 


Capital and Surplus..... eens eee 

Tmemrenes 18 FOROS ceccccccccccecossese pndeterenesessieee 
Payments to Policyholders since Organization 

Is Paying its Policyholders over............ 


Company 


+se $14,464,552.23 
+  412,436,717.56 











FOUNDED 1865 


Unexcelled In Favorable Mortality 
and Economy of Management 


The Provident Life and Trust Company 
Ok PHILADELPHIA 


Rates of Premium Extremely Low and still further reduced 
by Annual Dividends 








Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 











A GOOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








what he consists—has he faith, perse- 


‘vverance, fondness for hard work—and 
salesmanship qualifications? 


If so, let 
him go into the life insurance business 
from the selling end. If he has not 
those qualifications, let him acquire 
them—and finally if he has not or can- 
not, then he-should stay out of the busi- 
ness. 
MADE FARM LOAN MANAGER 
Frank L. Bashore has been appointed 
manager of the farm loan division of 
the Metropolitan Life. Mr. Bashore re- 
signed as vice-president of the Maxwell 
Investment Company, Kansas City, and 
disposed of his interest in that com- 
pany, to become associated with the 
Metropolitan. Mr. Bashore has already 
assumed his new duties with the Met- 
rupolitan. His headquarters are at the 
bome office. He has been in the farm 
loan business for more than twenty 
years. 


ACTUARIAL SOCIETY EXAMS. 


The recently announced results of 
the examinations of the Actuarial So- 
ciety of America held May 31 and June 
1 in the principal insurance cities of 
the United States and Canada show 
the names of thirteen Hartford men 
who were successful out of a total of 
seventy-six successful candidates, a 
proportion of over one-sixth. Eight of 
the thirteen were from the Travelers, 
two from the Aetna, two from the Con- 
necticut General and one from the Con- 
necticut Mutual. 





P. H. WOODWARD DEAD 


P. Henry Woodward, vice-president 
of the Connecticut General Life Insur- 
ance Company of Hartford, died Tues- 
day in his eighty-fifth year. He had 
been vice-president of the Connecticut 
General since 1899. 
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PAID-UP DIVIDENDS 


Their Advantages Described By Mu- 
tual Life—Avoid Policy Loans— 
Offsets Higher Prices 





The Mutual Life has outlined to 
agents the following as some of the 
advantages of paid-up dividend addi- 


tions: 
1. Offset to Higher Cost of 
Living. 
Every intelligent observer has no- 


ticed the ever increasing cost of living 
during the past score of years. Al- 
though this increase has been mostly 
w'thin a few years, more especially 
since the disturbance of the great 
world war, the fact remains that there 
is a world-wide tendency toward a 
gradually advancing increase in in- 
comes and in prices. As a result the 
purchasing power of a fixed amount of 
money is constantly decreasing from 
generation to generation. Only world- 
wide economic reforms on a vast scale 
can check this decrease. 


A farseeing man will endeavor to 
provide for his dependents an ever-in- 
creasing amount of protection to offset 
this ever-increasing cost of living. The 
easiést and most dependable method 
of providing for this necessity is by 
allowing the dividends of a life in- 
surance policy to remain in the form 
of paid-up additions. In this way the 
amount of his protection will gradu- 
ally increase from year to year. 

If this method is not followed there 
is ever present the danger of the in- 
sured’s dying before he has increased 
his insurance with an additional policy. 
When he awakes to the need of addi- 
tional protection he may be inclined 
to postpone the purchasing of an ad- 
ditional policy and, even if he does 
not delay, the state of his health may 
make it impossible for him to get any 
more insurance. 


2. Better Than Our Dividends 
at Compound Interest. 


When these paid-up additions are 
liquidated, in whole or in part, to pay 
premiums, or when they are. sur- 
rendered together with the policy, they 
yield a larger return in cash value than 
would be realized if the schedule cash 
dividends had been left with the policy 
at 3 per cent. compound interest, ex- 
cept at the very young or very advanced 
ages. On life policies the return is 
greater between age 27 and 63 inclu- 
sive, and on endowment policies the 
return is greater on a still larger num- 
ber of ages. Moreover, there is the 
advantage of the additional and con- 
stantly increasing protection (while 
the additions are in force), which will 
more than compensate for any smalle” 
return in the cash value. 

3. To Avoid Policy Loans. 

There is another advantage in ac- 
cumulating these paid-up additions. 
The cash value of these additions will 
always be available toward paying an 
accruing premium when the necessary 
cash cannot be obtained in any other 
way. This is better than subtracting 
the premium, or the required net out- 
lay, from the cash value of the policy, 
as this latter method of paying a pre- 
mium makes a serious reduction in the 
amount of the protection provided for 
the beneficiaries, unless this loan is 
repaid, which is seldom done. The 
policy loan requires the payment of 6 
per cent. compound interest, which is 
another disadvantage. Thus, by allow- 
ing the dividends to remain in the form 
of pa‘d-up additions, the policyholder 
accumulates an extra reserve which 
will minimize the danger of requiring 
a policy loan with its consequent dis- 
advantages. 


‘They 


WHITE MOUNTAIN CLUB 
Successful Agents of United Health & 
Accident Insurance Co. Have a 
Gala Week 





Concord, N. H., September 2.—The 
White Mountain Club, organized some 
time ago and consisting of top notch 
agents representing the United Life 
and Accident Insurance Company, has 
concluded its first annual meeting and 
the members have now returned home 
The visiting agents spent a week here; 
heard instructive talks at the home of- 
fice; exchanged views for their com- 
mon benefit; were entert&ined at clubs 
and resort hotels, and saw most of the 
beauty spots of the White Mountains. 
left full of enthusiasm, deter- 
mined to make the next club year 
(August to August) a highwater mark. 

Composing the club are the ten men 
who qualified from various States. 
They paid for practically $1,250,000 dur- 
ing the first club year. Their names: 

L. 'C. Cole, Columbia, S. C., 
J. C. Nettles, 
president; 
N. C., 


president; 
Walterboro, S8. C., vice- 
yeorge L. Jordan, Kinston, 
secretary; L. B. Shearin, Port- 
land, Me.; A. P. Starr, Wilkes-Barre, 
Pa.; John Baldwin, St. Louis; O. F. 
Snyder, Kansas City; Wilson M. Hardy, 
Nashville; S. D. Gregory, Blue Moun- 
tain, Miss.; Frank I. Bartlett, Concord, 
N. H. 

Among those who qualified for a free 
trip to the home office, conditioned on 


writing a specified amount of business, 
were: 


Walter Batey, Murfreesboro; A, R. 
Beneke, Nashville; J. D. Keels, Colum- 
bia; W. H. MeGlothlin, Portland, Tenn. 


President S. W. Jameson told briefly 
of his experience in the organization 
of the Company and its rapid growth 
since its beginning. ‘L. ‘C. Cole, presi- 
dent of the club, responded to the wel- 
come. 

One of the most inspiring talks of 
the morning was given by Judge James 
W. ‘Remick on “Policy ‘No. 1.” ‘He is 
the first policyholder in this Company. 
While Policy \No. 1 was the subject as- 
signed to the Judge, he treated, in his 
own happy style, other phases of life 
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701 per day in Number of Claims Paid. 


Insurance (Company 


(Incorporated by the State of New York) 


~ Of the People 
the Company By the People 
For the People 


The Daily Average of the Company's 
Business during 1916 was: 


—e — 


8,304 per day in Number of Policies 
Issued and Revived. 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 

$376,827.40 per day in Payments to 
Policyholders and Addition to 
Reserve. 


$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








insurance. Various departmental sub- 
jects were taken up in order by the 
heads of the different departments, and 
a free rein given to the men for discus- 
sion. 

After an important 
board of directors, the men had the 
opportunity of meeting various mem- 
bers of the board. ‘The occasion also 
gave the various members of the board 
an opportunity of learning something 
of the experiences of the men in the 
fleld. 

In the afternoon a photograph was 
taken of the Hundred Thousand Dollar 
Club, and also the home office force in- 
cluding the officers and some directors 
of the Company. 

At a banquet given at the Snow Shoe 
Club Clarence E. Carr, chairman of the 


meeting of the 


board of directors, acted as_ toast- 
master. Everyone present felt it a 
cecided honor to have as a guest 
the Governor of New Hampshire, Henry 


W. Keyes,who made a brief but instruc- 
tive talk. Other addresses were made 


by Vice-President and General Coun 
sel of the Company Allen Hollis; Presi 
dent S. W. Jameson, Treasurer John 
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The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America”’ 


mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








B. Jameson, Medical Director Dr. R. J. 
Graves, Actuary Richard Brodin, and 
by Cashier J. F. Kirk. The $100,000 
Club members who talked were L. C. 
Cole, president of the club; Wilson M. 
Hardy, John Baldwin, L. B. Shearin, 
and Robert E. Laite. 
During the week there 
tomobile tour of the ‘White Mountains, 
the trip being made by way of Plym- 
outh and the Franconia Notch, through 
the Crawford ‘Notch to Portsmouth and 
back to Concord, covering 325 miles of 
the State’s finest roads and through its 
scenic beauty and grandeur. The party 
was entertained at the Profile House, 
later at the Mount Pleasant House 
(which is in view of Mt. Washington) 
and there was given a lobster dinner. 


was an au- 


SUICIDES DECREASE 


Metropolitan Records Show That Fewer 
Workmen Kill Themselves—Most 
Deaths By Shooting 


The Metropolitan Life has completed 
a study of suicide as a cause of death 
among the industrial policyholders of 
the Company. According to this study 
there has been a marked decrease in 
the death rate from suicide during the 
last few years. Among four million in- 
sured white males the number of sui- 
cides in 1916 620, or 15.3 per 
100,000. In 1915, rate was 19.6 per 
100,000. The frequent form of 
suicide among these white males was 
by firearms (31 per cent.). Among 
nearly five million white female policy- 
holders, there were 308 suicides in 1916, 
or 6.3 deaths per 100,000 insured. In 
1915, the rate was 7.5 per 100,000. Poi- 
soning was the most usual method of 
suicide among the white females—more 
than one-third having been so accom- 
plished. 

The death rate from suicide among 
negro males is a little over one-half 
as high as among white males. 

The figures show that suicide is more 


was 
the 


most 


than twice as frequent as a cause of 
death among males than among fe- 
males. This is true at all periods of 


life except at the ages 15 to 19. 

Among both white male and female 
policyholders of the Company, under 25 
years of age, the suicide death rates 
are lower than those recorded among 
males and females in the general pop- 
ulation of the Registration Area of the 
United States. 
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HORNER’S PROPOSED  RE- 
FORMS 
‘Warren M. ‘Horner, the Minneapolis 


general agent, has followed up his Des 
Moines speech, criticizing the manner 
in which the affairs of the National As- 
sociation of Life Underwriters are con- 
ducted, by outlining twelve reforms 
which he thinks, if carried out, will 
be better for the National Association 
of Life Underwriters and for the life 
insurance business. He regards his 
profession as one requiring brains, pre- 
paredness and industry in its conduct 
and in the official bodies which repre- 
sent it. 

(Many of (Mr. Horner’s suggestions 
will instantly appeal to life insurance 
men as acceptable, while all of them 
are worthy of consideration, even if 
they are not adopted. Undoubtedly, 
there should be a code of ethics and 
strong agency qualification laws, al- 
though there are many who will not 
go as far as ‘Mr. Horner does in regard 
to part-timeism. His suggestion of con- 
ference meetings with allied associa- 
tions, such as those composed of life 
insurance presidents and other officials, 
actuaries, medical directors, counsel 
and similar bodies is a good one, if 
practical. Why should not there be 
some deliberative co-ordination _ be- 
tween the master minds of every 
branch of the business? There is much 
food for thought in his plan of having 
experts in the association to advise 
with the president. 

In putting his criticisms into con- 
crete, constructive form (Mr. Horner has 
done the wise thing, following his gen- 
eral statements made at Des Moines, 
and they will result in a most inter- 
esting discussion at the New Orleans 
convention. 
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INSURANCE NEEDS ENHANCED BY 
HIGH COST OF LIVING 
On account of the decrease in the 


purchasing power of the dollar during 
the past dozen years the agency forces 
of a number of the leading insurance 
companies in all lines are calling the 
attention of the insuring public to the 
necessity in the increase in the amount 
of insurance carried. 

It is pointed out that if the insurance 
buyer wants to maintain the standard 
set in former years he must now add 
to his insurance a percentage equal to 
the percentage of decrease in the pur- 
chasing power of the dollar. The de- 


crease since 1904 according to Brad- 
street’s has amounted to 48 per cent. 
4n other words roundly $1.50 is now re- 
quired as the money price of goods 
that in 1904 could be purchased for $1. 
This applies to all articles of general 
consumption and while the figures do 
not include such items as building ma- 
terials, it is a well-known fact that 
practically every commodity has ad- 
vanced in proportion to the advance 
in articles of general consumption. 
The fire insurance man therefore joins 
the life insurance man and the health 
and accident insurance man and all the 
rest in calling the attention of the pub- 
lic to the need for more insurance. 

The man who buys insurance must 
either increase his insurance or in ef- 
fect become a self-insurer to the extent 
of the difference between what it would 
cost to replace his property, and what 
he valued it at. The item of depre- 
ciation in the property itself must be 
considered, and the value of stocks 
keeps abreast of the times, but thou- 
sands of property owners have failed 
to take into account the increased value 
of their property as it stands. 

In the field of life insurance the ne- 
cessity for an increase in insurance 
is even more pronounced than it is in 
fire insurance. The man who felt that 
$10,000 insurance was necessary for the 
proper protection of his dependents in 
1904 must now have $15,000 insur- 
ance in order to provide the identical 
protection he had in 1904 with $10,000. 
The same is true of the man who buys 
indemnity against disability from acci- 
dent and sickness. He must have just 
50 per cent. more insurance to provide 
himself with the protection he had in 
1904. 


ATLANTIC CITY CHANGE 





Stephany & Co. Buy Business of L. 
Joseph Koch, Jr., Who Has 
Joined Army 





L. Joseph Koch, Jr., has sold his 
general insurance business in Atlantic 
City to Stephany & Company, who Is 
the oldest agency in the county having 
been established forty-four years ago. 
L. Joseph Koch, Jr., is now a captain 
in the army. In making the announce- 
ment of the purchase Stephany & 
Company publish the names of the fol- 
lowing companies which hereafter will 
be represented by Stephany & Co.: 
Phoenix Assurance Company, England; 
Rochester German Underwriters, N. Y.; 
Fastern Underwriters, Camden; Pat- 
riotic Assurance Company, Dublin; 
Franklin Fire Insurance Company, Phil- 
udelphia; Duquesne Underwriters, Pitts- 
Lurgh; Germania Life Insurance Com- 
pany, New York; Massachusetts Bond- 
ing & Insurance Company; Maryland 
Casualty Company, Baltimore; National 
Surety Company, N. Y.; Germania Fire 
Insurance Company, N. Y.; Insurance 
Company of North America, Philadel- 
phia. 

(Captain Koch has been at the Offi- 
cers’ Training Camp at Fort Myer, 
Virginia. He is now at the Petersburg 
encampment. The Stephany business 
was founded by the late August Steph- 
any in 1878. Robert E. Stephany, who 
1s a member of the firm, was one time 
Recorder of Atlantic City and Albert 
(©. Stephany has been active in the 
agency for sixteen years. 





Mrs. F. L. Banta, chief clerk of the 
Arizona Department, was the only 
woman delegate to the National Con. 
vention of Insurance Commissioners at 
‘St. Paul. 











W. M. WOOD 


A. E. PATTERSON 





William M. Wood, the veteran man- 
ager of the United States Life in Pitts- 
burgh, expects to attend the New 
Orleans convention of the National As- 
sociation of Life Underwriters. It will 
make his twentieth annual convention 
without missing one—a record. In 1898 
he was elected secretary of the Pitts- 
burgh Life Underwriters’ Association, 
which office he held for ten years. 
When he resigned he was elected on 
the Executive Committee and had been 
chairman of that committee continu- 
ously since. He was the Pittsburgh 
member of the National Association for 
three terms, 1902 to 1911, and was a 
member of the Executive Council for 
two terms during that time. He at- 
tended the Minneapolis convention as 
a delegate in 1898 and has been going 
ever since. 

In 1880 Mr. Wood, who was born in 
1858 in Westchester County, N. Y., en- 
tered the life insurance business as an 
agent for The Prudential at Brooklyn, 
under Superintendent S. K. Fessenden. 
He was an agent thirteen months, an 
assistant superintendent eleven months 
and a superintendent three and one- 
half years at Williamsport, Pa., and 
Irie, Pa. He became agent for the 
New England Mutual in Erie, Pa., 
November, 1887, covering Northwestern 
Pennsylvania, continuing until Febru- 
ary 8, 1898, when he went to Pitts- 
burgh as general agent for the United 
States Life in which position he still 
continues. 

With ‘Mr. Wood is Major Alexander 
Evans Patterson, one of the eight rep- 
resentatives of the E. A. Woods agency 
in Pittsburgh who have entered the 
military service. Of these six have re- 
ceived commissions. Major Patterson, 
who is a nephew of the late “Fighting 
Pob” Evans, has been with the Woods 
agency some years, rising to be assist- 
ant manager. Major Patterson has 
been secretary of the Pittsburgh Life 
Underwriters’ Association, and has long 
been regarded as one of the most prom- 
ising young life insurance men in that 
city. 

+ + - 

Mrs. Aristine P. Munn Recht, daugh- 
ter of Dr. John P. Munn, president of 
the United ‘States Life Insurance Com- 
pany, has been appointed first dean of 
women in New York University. Among 
the Sunday newspapers carrying her 
picture this week was the Philadelphia 
“Public Ledger.” 

* * * 

J. M. Rathbone, vice-president and 
xeneral manager of the National Surety 
Company, spent his vacation in Arizona, 
where his son is with the troops. He 
returned to his duties Tuesday. 

* * * 

W. N. Van Alstine, the Little Falls 
lecal fire insurance agent, saw the par- 
ade of 25,000 New York national guards- 
men from the grandstand of the Union 
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League Club, and had the privilege of 
meeting Governor Whitman, Mayor Mit- 
chel, Theodore Roosevelt, General Leon- 
ard Wood, General Bell and other 
celebrities. 

* * * 

Samuel Y. Tupper, Southern man- 
ager of the Queen, who has been tak- 
ing a short rest at Hot Springs, Va., 
has returned to Atlanta. Mr. Tupper 
bas four sons in the service of the 
Government, three in the army and one 
in the navy. 

* * 

F. W. LaFrentz, president of the 
American Surety Company, returned 
Wednesday from a month’s vacation. 

* * * 

Emory H. English, the new president 
of the National Convention of Insurance 
Commissioners, is a native of Polk 
County, Iowa, where he was. born 
January 15, 1871. For several years 
le followed newspaper work and was 
State Printer for six years. He later 
became proprietor of the “Daily 'Times,” 
of Mason City, and served three terms 
in the Legislature. In 1914 he was ap- 
pointed State auditor and the following 
year became the first insurance com- 
missioner of Iowa. 

* * caf 
George E. Kline, whose resignation 


as vice-president of the Evans com- 
panies was published last week by The 


Eastern Underwriter, has not  an- 
nounced his future plans. His resigna- 
tion takes effect December 31st. Mr. 


Kline’s experience in the business world 
has been entirely with fire insurance. 
Moreover, it was with the Continental 
in its Western, then its farm depart- 
ment, that he began. At the start he 
was an office boy, and general all 
around utility man. He swept up, ran 
errands, and made himself generally 
useful. In those days the Western of- 
fices did not have porters. One of his 
friends said this week that he started 
without salary in November, 1879, and 
drew his first envelope in the following 
January. Gradually his talents began 
to be appreciated and he _ steadily 
worked up. Colonel Ten Broeck, then 
in charge, put him on the endorsement 
desk; later he was made a farm ex- 
aminer under Manager Taylor. When 
Bentley & Taylor were managers @f the 
Western department Mr. Kline was sent 
out on the road as an assistant special 
agent, his territory being Iowa, Illinois, 
Kentucky, Tennessee and Missouri. 
There he made a record of diligence 
and intelligence that would be hard to 
equal. Old-time Western insurance 
men say that as a special agent he 
set a pace that is still remembered. 
Anyway, he was promoted and brought 
into the office as an examiner for the 
same field. 

When the late J. J. McDonald was 
made general manager in the West Mr. 
Kline was appointed assistant to the 
general manager. Upon the retirement 
of Mr. ‘McDonald Mr. Kline was made 
second vice-president and manager of 
the Western department. In April, 
1910, he became vice-president of the 
Continental and the VfFidelity-Phenix, 
with headquarters ia (New York. Few 
fire insurance men have worked harder 
than has Mr. Kline or have been better 
posted on underwriting questions; and 
few have been able to accomplish so 
much work. His labor was at his desk 
and he has never been known as a 
“committee man,’ for which reason 
personal acquaintance with other fire 
insurance men has not been large, as 
such acquaintances ordinarily go with 
men of his rank. In fact, he has rarely 
been seen at meetings, either of com- 
mittees or of associations. Despite this 
his friends are warm friends because 
they have found by experience that his 
heart is warm and his word is precious. 
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FIRE INSURANCE DEPARTMENT 





Topics for Discussion 
at Agents’ Convention 


RE-INSURANCE AND MULTIPLE 
LINES TO BE THRESHED OUT 





Uncultivated Lines and Advertising 
Among Other Subjects—Richard- 
son To Address Casualty Men 





The National Association of Insur- 
ance Agents announces this week that 
two of the leading topics for discussion 
at its annual convention in St. Louis, 
October 11, 12 and 13, will be re-insur- 
ance treaties and net lines. The as- 
sociation says: “These subjects are 


probably more prominently in the minds 
of companies and agents than any 
others at the moment.” 

The entire re-insurance situation has 
been changing because of the war and 
these changes have been radical in 
the past few months. In 1912 the net 
premiums of purely re-insurance com- 
panies were $35,000,000; in 1916 they 
were more than $55,000,000. Since 
January 1 of this year two companies 
have entered the field, one from Copen- 
hagen, the other from Christiania. 
There are rumors that there are several 
cther companies about to enter. 


Best’s Investigation 

Recently Alfred M. Best, of New 
York, sent a letter to American stock 
companies asking them if they have 
any re-insurance in force in companies 
organized under the laws of Germany, 
Austria or Bulgaria. Only twenty-seven 
American companies advised Mr. Best 
that they have any treaties with com- 
panies having their home offices in one 
of the Central Powers. Forty-six com- 
panies did not respond to the inquiry. 


Multiple Agencies 

It is announced that the subject of 
multiple agencies will again be dis- 
cussed. There have been a number of 
developments of importance since the 
last meeting, not the least interesting 
of which is the Philadelphia situation. 
The Southeastern Conference Commit- 
tee will make an important report. 
This committee has been meeting with 
companies relative to rates and com- 
missions on unprofitable classes. 

Community advertising will be hand- 
led by an expert, as will the subject 
of uncultivated lines. Among the up- 
to-date subjects in which local agents 
are interested and about which there 
will be discussion are premium collec- 
tion systems, organizing local clubs, 
antidiscrimination laws, mutual and 
inter-insurers competition, increased 


cost of doing the agency business, 
uniform daily reports and uniform 
blanks, qualifications for brokers and 
agents, service or engineering depart- 
ment for agents, etc. 


Casualty Agents To Meet Same Week 


In accordance with the invitation ex- 
tended by the Agents’ Association, the 
National Association of Casualty and 
Surety Agents has decided to hold its 
annual meeting at St. Louis at the same 
time. There will be a business session 
on Wednesday, October 10, and on the 
afternoon of October 11 a joint session 
with the “Casualty and Surety” section 
of the agents’ organization. 

At this meeting addresses will be 
made by Manager Frederick Richard- 
son, of the General Accident, and Field 
Secretary Percy Garnett, of the Work- 
men’s Compensation Service Bureau. 
An important report will be made by 
the “Casualty and Surety Committee” 
on the subject of expirations. The 
special topics assigned for discussion 
will probably be acquisition cost, with 
a report on the action of the insurance 
commissioners’ convention; also the 
subject of co-operation of all agents in 
facing common dangers, and relations 
with the State federations. 

The National Council of Insurance 
Federations has also accepted the in- 
vitation of the agents’ association to 
meet in St. Louis during its sessions, 
and hold a general meeting on the 
evening of October 11. 





SHIPBUILDING RISKS 


Commissioner Wells, of Oregon, Annuls 
Present Rates and Says Field Is 
Open 

In the matter of shipyard insurance 
on the Pacific Coast, where there has 
been a controversy between Commis- 
sioner Wells of Oregon and Chairman 
La Boyteaux, of the Shipping Board’s 
War Risk Committee, Commissioner 
Wells has annulled the present rates 
for builders’ risks and the companies 
are now privileged to issue fire policies 
on ships under construction at the low! 
est rate possible. Oregon agents had 
been offering to write at 13.4 per cent. 
per year. 


SYRACUSE COMPANY 

The name of the fire insurance com- 
pany being formed in Syracuse is the 
Underwriters of Syracuse, Inc., al- 
though it will probably be called the 
Syracuse Fire. Ray B. Smith is presi- 
dent; and R. C. Burdick is manager. 

J. '‘L. Crosthwaite, of B. M. Crosth- 
waite & Co., is at Plattsburg. 








OTHO E. LANE, President 


BERNARD M. CULVER 
WILLIAM L. STEELE * 
Vice Presidents “2% 
CHAS. A. LUNG 
WILBUR C. SMITH 
Secretaries 





“Agents Everywhere” 





NIAGARA FIRE INSURANCE COMPANY 
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FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° ° 
Assets . ° ‘ 
Liabilities (Except Capital) 
Surplus to Policyholders ° 


Statement January 1, 1917 


° . $1,000,000.00 
° 2,748,832.19 

° . 1,039,977.81 
. 1,708,854.38 











AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE AETNA CASUALTY & SURETY CO. 

















BOLAND CO. ANNOUNCEMENT 


John E. King Placed In Charge of Un- 
derwriting of New York Office— 
New Location of Agency 
The James J. Boland Co., Inc., on 
Monday will move to 68 William Street, 
New York City, where the office will 
occupy extensive quarters on the eighth 

floor. 

The agency also announced this week 
the appointment of John E. King to 
have charge of the underwriting of the 
New York office. 

Mr. King has had a broad experience 
in the underwriting field and is a di- 
rector of the Richmond Insurance Co., 
of which he was general agent for 


many years. He is also actively en- 
gaged in the organization of the Great- 
er New York Fire Insurance Co., plans 
for the opening of which are now near- 
ing completion. 





MAKES NEW YORK APPLICATION 

The Western Live Stock Insurance 
Company of Peoria, Ill., has applied for 
xdmittance to New York State. This 
Company, which has more than $336,- 
000 capital and surplus, has been grow- 
ing rapidly. Clifford Ireland is presi- 
dent; H. W. Danforth, vice-president; 
ky, C. Leisy, second vice-president; Dr. 
G. W. Hubbard, secretary and general 
iw~anager; Berne M. Mead, treasurer; 
Bert Buckley, adjuster; Dr. J. T. Nat- 
tress, consulting veterinarian; C. V. 
Miles, general counsel. 


a ihe WiLwiAmM H Kenzer ComPANy 


FIRE INSURANCE AGENT | 











FRANKLIN FIRE INSURANCE CO. 
OF PumAbELrmA PA 


EMTING Al BROOKLYN BRANCH 
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New Insurance Head 
For Pennsylvania 


CHARLES A. AMBLER APPOINTED 
TO SUCCEED J. DENNY O’NEIL 


Governor Brumbaugh Essays to Over- 
throw Penrose Influence by Making 
O’Neil Highway Commissioner 


An upheaval in Pennsylvania politics 
this week resulted in some important 
changes in State departments. J. 
lenny O'Neil, who has been State In- 
surance Commissioner, was transferred 
tc the office of State Highway Commis- 
sioner, and Charles A. Ambler, of Mont- 
gomery County, was placed at the head 
of the State Insurance Departmen. 
The office of Highway Commissioner 
pays $8,000 a year, while that of Insur- 
ance Commissioner pays $7,500. 


Former Speaker of House 

Charles A, Ambler, the new Insur- 
ance Commissioner, was formerly 
Speaker of the Pennsylvania Assembly, 
end has been identified with the Brum- 
baugh-Vare faction for some time. He 
recently ran for the office of Auditor- 
General, but was defeated. As one of 
the Republican State leaders he has a 
large following, and is credited with 
paving dealt fairly with his political 
cpponents while Speaker of the State 
Legislature, He is about forty-five 
yecrs old, 

Ambler’s Career 

Ambler was ‘born in Jenkintown, 
Montgomery County, January 5, 1874, 
but has lived most of his life in Abing- 
ton, where he was educated. After be- 
ing in the mercantile business he be- 
came president of a road building and 
general contracting company. He served 
one term as postmaster of Abington and 
was a member of the House of Repre- 
sentatives from the First Montgomery 
District in the sessions of 1903, 1905, 
1906, 1907, 1909, 1913 and 1915, being 
chosen Speaker in the latter session. 
He has been talked of for Highway 
Commissioner and Commissioner o/ 
Labor and Industry in the political 
gossip of the last year. 

Philadelphia politics, the domination 
of the local Republican organization by 
the Brumbaugh-Vare faction against the 
Penrose-McNichol combination, would 
appear to be the controlling issue in 
the action taken by the Governor in the 
chanres just made. For a long time 
Mr. O'Neil has been a thorn in the side 
of the Penrose faction in Alleghany 
County, having done considerable cam- 
paigning in opposition to the liquor 
traffic and for the local option cause. 

Mr. O'Neil was a good Pennsylvania 
Insurance Commissioner in the admin- 
istration of his office, but was not 
effective with the Legislature. At the 
conclusion of the last session he gave 
out interviews expressing his disap- 
pointment that more laws had not been 
passed for the protection of the public. 


Fire Zones 

(Continued from page 1.) 
direction of the engineering depart- 
ment of the New Jersey Schedule 
Office, and will mean a great deal of 
cetail as the information is rot only 
accurate but it is extremely important 
that it be kept up to date. As soon 
as an unprotected district becomes pro- 
tected a change in the map will show 
this. As an instance of how these 
Protected Fire Zone ‘Reports cover 
water supply the following is reprinted 
from the report on Clayton, Gloucester 
County: 

Water Supply--The Clayton and 
Classboro Water Company supplies 
Water to both Clayton and Glassboro. 
“ontract expired; new one not negoti- 
ated on account question of hydrant 
rénfal and service rendered. Local 





B. M. CROSTHWAITE & CoO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York: State 
105 William Street, New York City, N. Y. Telephones 2404-5-6-1758-1090 John 








raiLaAa D E L ¥ H IA 

| SATISFACTION 

ADEQUATE | CLARENCE A. KROUSE4 CO. | S*TeracTin 
LOCAL AND GENERAL AGENTS 
ALL LINES | 325 WALNUT STREET PHILADELPHIA, PA. pes ALL LINES 


PENNSYLVANIA NEW JERSEY 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 
307 FOURTH AVENUE PITTSBURGH, PA. 
































superintendent (living in Glassboro) 


engaged in several private enterprises, SCHAEFER & SHEVLIN 


cevotes very little time to system. ae 103-5 William Street GENERAL AGENTS New York, N. Y. 
ren aatie secu aiedl aeadies of DUBUQUE FIRE AND MARINE INSURANCE CO. 

water, especially during dry seasons. FIRST NATIONAL FIRE INSURANCE CO. 

Pumping station in Clayton. Equipment FIRE AND FULL COVERAGE AUTOMOBILE INSURANCE 

includes: One Deane duplex pump; Excellent Facilities for Handling Suburban Business Phone: John 2312 


rated at 500 gallons per minute, in- 
stalled in 1909, used 18 hours per day, 
in poor condition; one Deane simplex . 
pump, capacity 300 gallons per minute, 

installed 1895, used only when duplex Rossia Insurance Company 
pump undergoing repairs; discharge 

piping of both pumps seriously cor- HARTFORD, CONN. 

roded and plungers and rods _ badly 
scored; two small vacuum pumps; two REINSURANCE 
42% H. P. boilers, inspected and in- 
sured. Pumps dra‘t from well header 
having two vacuum chambers (badly 














corroded), to which vacuum pumps are . 64th Annual Statement 
connected. At 6.00 A. M. daily duplex i -..c eniaieakaciniaiemeel $5,036,003.01 
pump discharges to Clayton distribution RS EEL 2,296,861.95 
system and Clayton elevated tank, until Sumwrance ’ — pao eemataasstenceewentans vty 
tank is full, when tank valve is closed; of Watertown... ian © haaiee 2iniae 
then pump discharges to Glassboro ele- — - rece % 
vated tank and Clayton and Glassboro F. F. BUELL, Troy, N. : Special Agent ee a NEW YORK STATE 
(-stribution systems. Check valve be- E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
— — and oe agen GEORGE SHAW, 116 Milk St., Boston, Special Agent.. NEW ENGLAND 
5 sg Age gl are F. L. GILPIN, JR., 422 Walnut St., Phila., Special Agent. MIDDLE DEPT. 








When Glassboro tank is full pump is 
shut down and valve at Clayton stand- 
nipe opened. The distribution system ne 
in one service with 8-inch line from qOUNDEO 179. ‘ s — 
pumping station through center of town " Sin 125th Anniversary 
to Glassboro. From this 8-inch line, on 
both east and west sides of Central 
Avenue there are lonz and short loops 
and single lines, to deal ends, of 4- 
and 6-inch pipe. Elevated Tanks 








Insurance Company of 


’ NORTH AMERICA 





Clayton tank located at pumping Hs 

station; steel on 100-foot steel tower; ce PHILADELPHIA 

capacity, 108,200 gallons; elevation ’ 

base 140. Glassboro tank located at CAPITAL, $4,000,000 ASGETS OVER vata steecendll _ 
Bread and <aten Directs, Gineshere; FIRE, MARINE, AUTOMOBILE, Rent, Leasehold, Tornado, Explosion, 
eteel on 100-foot steel tower; capacity, Use and Occupancy, Sprinkler Leakage, Travelers’ Baggage, Parcel Post 
22,6 509 gallons; elevation of base, 

47.76 . Pipe—American Pipe and Con- The Oldest American Stock Insurance Company 








struction Company’s Cement Pipe. 
Total length, 33,520 feet. 33 per cent. aaa 
4-inch; 36 per cent. 6-inch; 31 per cent, “-inch branches generally not gated. ured by means of Pitot tubes at the 
8-inch. Gate Valves—48 gate valves Said to be inspected semi-annually; at following locations, with _Tesults as 
on Clayton’ system. All open to time of inspection found to be in poor given; location of test, discharge in 
1ght. Never’ inspected. Fire de- condition. Pressures—In March, 1917, sallons per minute, pressure with the 
partment not notified when valves readings taken at 12 hydrants show jhbydrants closed and pressure _with 
are closed. Hydrants—50 hydrants in pressure ranges from 55 to 62 pounds, lydrants open are given consecutively. 
service, 2 of which are private. All are with an average of 59 pounds. Fire (Center and (Central. 976 gallons, 60 





Ludlow, with two 2%-inch outlets and Flow Tests—Probable supply available pounds, 19 pounds; New and High, 612 
Jones snap couplings, 4-inch barrels and ‘or fire protection purposes was meas- cations, 60 pounds, 16 pounds. 





F. H. HAWLEY, Pres. ORGANIZED 1848 W. E. HAINES, Secy. 


fos Ohio's Oldest and Strongest Company 


Net Surplus Over $1,293,741.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 
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BROKERS ACTIVITIES 








Reciprocals Not Under 
Resident Agency Laws 


OPINION OF INSURANCE COMMIS- 
SIONER WILSON OF KANSAS 








Also Discusses Legislation and Tend- 
ency To Incorporate Management 
of These Exchanges 


A long paper of inter-insurers was 
read before the insurance commission- 
ers’ convention last week by Superin- 
tendent Wilson, of Kansas. One inter- 
esting position he took was that the 
resident agent laws are inapplicable 
to the plan and scheme of reciprocal 
or inter-insurance. Along this line he 
said in part: 

“Under the plan of reciprocal insur- 
ance the exchange of contract between 
subscribers is effected by the attorney 
in fact and the subscriber, who is also 
the policyholder, always deals directly 
with the home office. Such persons as 
_may represent subscribers in the dif- 
ferent States, do not, in any sense of 
the word, exercise the functions of in- 
surance agents. These representatives 
rather solicit subscribership, or mem- 
bership in the organization. Their 
activities are confined to procuring the 
signature of subscribers to a power of 
attorney which will authorize the ex- 
change of these contracts by the at- 
torney in fact and to the inspection of 
risks which is their most important 
function or duty, 

Write No Policies; Receive No Pre- 
miums 

“They take no applications, write no 
policies, receive no premiums nor ad- 
just any losses. They cannot be con- 
sidered in any sense of the word as 
insurance agents.” 

Legislation 

In discussing inter-insurance legisla- 
tion, Mr. Wilson said in part: 

“Like every other system of insur- 
ance, inter-insurance has had its para- 
sites and its leeches. The success of 
the well-managed exchanges has led to 
unhappy experiments. The wisdom of 
adopting sound regularity statutes is 
generally conceded, but whatever the 
system, no legislative enactment will 
compensate for the lack of efficient and 
honest management. As you well know 
a uniform bill was offered by the ada- 
journment session of the commission- 
ers’ convention which met in New 
York City, December, 1912. So far as 
I can learn that bill was the first one 
presented for general adoption by the 
commissioners. And while it may be 
said to have been presented as a 
tentative measure it is decidedly a step 
in the right direction. 

“While I consider it of great import- 
ance to pass reciprocal laws in the 
different States, which are sufficiently 
restrictive in their terms and provisions 
to keep out the irresponsible concern, 
it is equally important that these laws 
should not be unnecessarily burden- 
some or prohibitive of exchanges which 
are transacting a legitimate business.” 

oe a ~ 


Must Pay for Binders 

The West Virginia Insurance Depart- 
ment has issued this statement about 
hinders: 

Many of the States are now holding 
with this State that the practice of 
2ssuing binders and cancelling same, 
without charge therefor, is a violation 
of the anti-discrimination laws of the 
various States, as it is tantamount to 
Elving the insured insurance for no 
consideration. 


NEW KIND OF COMPANY 


City Underwriters, Ltd., to Act as 
Managers, Underwriters and Secre- 
taries to British Companies 


The City Underwriters Limited is the 
name of a new Company which has 
just been formed, with a nominal cap- 
ital of £50,000, for the purpose of acting 
as managers, underwriters and secre- 
taries to British insurance companies 
for marine, life and accident business, 
and important premises have been 
taken at 42, Cornhill, London, where 
business was commenced on Septem- 
ber 1. ‘The control of the concern is 
in the hands of the following directors: 
Mr. R. M. Welsford, chairman; Mr. E. 
Dexter, vice-chairman and Messrs. W. J. 
Fox, A. Rendtorff and R. Lawson Tait. 
Mr. Tait is acting as marine under- 
writer and Mr. A. O. Davies, until re- 
cently a chief official of the London of- 
fice of the Century Insurance Com- 
pany, as secretary. 

The City Underwriters marks a new 
departure in insurance, for it will be 
seen that the Company is to act for 
insurance companies much jin the same 
way that underwriters at Lloyd's act 
for syndicates which they represent, 
and following upon the announcement 
that the Century Insurance Company 
and the Employers’ Liability Assurance 
Corporation had decided to commence 
marine business, it is interesting to 
note that the City Underwriters will 
act as their special representatives in 
the transaction of such business. All 
the directors named above have a wide 
business experience, and some are ex- 
perts in the marine section, and the ar- 
rangement, on the face of it, is a par- 
ticularly happy one. 

a ” * 
Collins With Corroon & Co. 

Frank Collins, for fifteen years with 
the late James W. Durbrow, joined the 
ferces of R. A. Corroon & Co. tms 
week. 

ca * a 
In Government Service 

A great many representatives of New 
York brokerage offices are in the Gov- 
ernment service. Names of men in the 
service will be published by The East 
ern Underwriter from time to time. A 
few follow: 

Wilcox, Peck & Hughes 

C. 'H. |B. Frank, First Lieut., 14th Reg. 
Inf.; Leonard Hodgetts, 7th 
Reg. Inf.; W. T. Ryan, Corporal, 71st 
Reg. Inf. and Officers’ Training Camp; 
Harold G. Frederickson, Sergeant, 23rd 
Reg. Inf.; William Kuhnold, Sergeant, 
13th Coast Artillery; Charles Parlett, 
British Army; William R. Prime, Jr., 
Cfficers’ Training Camp; H. H. Nute, 
Officers’ Training Camp; J. Raymond 
Smith, Second Lieutenant, United States 
Reserve; Freeman A. Smith, Second 
Lieutenant; Jack Covert, 13th Coast 
Artillery; James ‘Hamilton, 14th Reg 
Inf. J. B. B. Parker is a cadet in the 
aviation service, and is now at Wilbur 
Wright Field, Dayton. W. G. Cochran 
is also in the aviation service. A. F. 
Stetson, coxswain with 
marine chasers, base section 6. Sidney 
J. Townsend, of this office, was killed 
in action while serving with the British 


Sergeant, 


is. a sub- 


Army. 
Frank B. Hall & Co. 

Capt. W. E. Gard, O. R. C., Artillery; 
Charles J. Stukhart, National Army 
(drafted). 

John C. Paige & Co. 

Captain Hamilton Fish, Jr., 15 Regi- 


ment, N. Y.; Private John Nolan, 69 
Regiment; Private Dave Sheckley, 14 


Regiment. 





INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


RICHARD D. HARVEY 


United States Manager 


United States Branch 
92 William Street, New York 








Authorized Capital $500,000 


Drtruit National Hire 
Jusuranuce Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











PU 
= 
= 


NORD -DEUTSCHE 


INSURANCE COMPANY 


UNITED STATES BRANCH 
123 William Street 
New York 


DUSUUEUDEGGEDEEEEGREEIERSCCEE EGER OEORE ROGER OECEEEEEEREOE ROGER REOREROUEEEEREELEROEOESCREEEOEEOEE 


J. H. Lenehan, Manager 
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Firemen’s Insurance Co., Newark, N. J. 


January 1, 1917 


Ce Ce Sccccakveesee seceaees $1,250,000.00 
Ae ee ee eee $2,449,322.25 


SURPLUS TO POLICYHOLDERS. . .$3,699,322.25 


DANIEL H. DUNHAM, President 
JONIN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
| NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 











FIRE ASSOCIATION _ Of Philadelphia 
401-405 WALNUT ST. 
Organized 1817 Incorporated 1820 Charter Perpetual 


Cash Capital $750,000 Assets $10,046,848.04 





E. C., IRVIN, President T. H. CONDERMAN, Vice-President 
J. B. MORTON, 2nd Vice-Pres, M. G. GARRIGUES, Sec. and Treas. 
R. N. KELLY, Asst. Sec. and Treas IRV? 





lowa National Fire Insurance Co. 
DES MOINES, IOWA Capital Stock $500,000 


The latest addition to Reliable Fire Insurance organizations began Writing 
Business on January 1, 1917 
JOHN L. BLEAKLY, President 


FRANK P. FLYNN 
Treasurer 


F. L. MINER 
Vice-President 


Cc. M. SPENCER 
Secretary 


Cc. S. VANCE 
1o3eusy = Buyyjamsepup 
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Aftermath of 
St. Paul Meeting 


COMMISSIONER  LUNING’S 
PENSE AND RECEIPTS 
RESOLUTION 


Sub-Committee of Three Appointed to 
Take Up the Binder 
Question 


EX- 





At the Friday session of the commis- 
sioners’ convention at St. Paul the fol 
lowing resolution, which if adopted may 
have far reaching results, was offered 
by Commissioner Luning of Florida: 


Whereas, it is considered essential that the 
insurance departments of the various States 
shall receive as ful] detailed information as 
possible regarding the insurance companies 
operating in their States, particularly regard- 
ing the receipts and expenditures of such 
companies, so that the department may have 
an intelligent knowledge of the operations of 
such companies as may affect their States; and 

Whereas, the information | now furnished 
upon the blank forms prescribed by this con- 
vention and used by practically all the States 
does not call for this information, particularly 
by States; it is, therefore, 

Resolved by this convention that, in addi- 
tion to the information now required by such 
statement, each fire insurance company be re- 
quired to furnish a supplemental statement, not 
later than the first day of May, in each’ and 
every year, to the departments of the States 
in which it is doing business, showing the 
total amount of commissions paid to agents 
during the preceding year, ending December 
3st of such year; also a_ statement of the 
total amount paid as salaries to officers and 
employes and all other expenses of said com- 
pany not called for by the annual statement 
blank or elsewhere in this resolution. That 
such State’s proportion of expenses of salaries 
and other expenses of a general nature shall 
be given. That the State’s proportion of ex- 
penses of salaries and of a general nature 
shall be arrived at by proportioning the per- 
centage of such expense for such State in the 
relative proportion to the percentage of busi- 
ness done in such State as compared to the 
total business done by such company. For 
example: say a company is doing business in 
ten States, in one of the States it does only 
one-twentieth of its entire business, this State 
then should be charged with only one-twen- 
tieth of the total expense of salaries, general 
expenses and all other expenses not specifically 
paid out in such State; be it further 

Resclved, That the committee on blanks of 
this convention is hereby instructed to pre- 
pare a blank to cover the information called 
for by this resolution and transmit a copy of 
same to the secretary of this convention, who 
is requested to transmit a copy of such blank 
form to each State insurance department, to- 
gether with a copy of this resolution, as soon 
after receiving same as possible, in order that 
this additional information may be received 
during the year 1918. 

(Many favored this resolution but 
thought it should ve carefully consid- 
ered. 

An effort was made to force a vote 
on this but it was finally referred to 
the committee on laws and legislation 


by a vote of 19-to 9. 
Binder Resolution 
The following resolution regarding 
binders and canceled policies was 
adopted: 

That a sub-committee of three of 
the executive committee be desig- 
nated for the purpose of taking up 
with the National Board of Fire In- 
surance Underwriters the matter of 
loss due to the issuing of binders by 
agents and the loss on account of 
the failure to collect premiums on 
cancelled policies, 

Commissioners Young of \North Car- 
olina and Darst of West Virginia of- 
fered resolutions endorsing the na- 


’ The form submitted 


tional Administration in the present 
national crisis and pledging support. 
Blanks 

The report of the committee on 
blanks was embodied in the report of 
the executive committee which had to 
do with the rearrangement of the dis- 
bursement page in the convention form. 
is for the stock 
fire blank and it is the intention to in- 
corporate it in the mutual blank with 
such changes as are necessary to adapt 
it to the mutual blank in reporting 1918 
business. 


Mutuals and Valued Policy 

In reply to a question by Commis- 
sioner Henry of Mississippi Commis- 
sioner McMaster said the valued policy 
law applies to domestic mutuals as well 
as other companies; that the domestic 
mutuals have but one or two agents in 
a county and the companies pay a sal- 
ary or commission; if the latter, it is 
paid but once. The last legislature of 
South Carolina passed a law applying 
only to domestic mutuals, providing 
that they may pay agents only on salary 
basis or on contingent commission plan 
based upon _ losses. One company 
charges $1 membership fee. The agent 
gets half of that but if there is a loss 
the first policy year he must refund the 
entire commission. 

Not Much Fire Insurance Discussion 

Fire insurance did not come in for 
much consideration at this convention 
until ‘Thursday. ‘Commissioner Enjg- 
lish, in his response to the addresses 
of welcome, referred to the rate situ- 
ation as a subject of vital importance 
and Superintendent Nesbit of the Dis- 
trict of Columbia undertook to show 
that the companies are approaching 
dangerous ground in the matter of ex- 
penses. He drew comparison between 
the civil expenses of the government 
in one year, $102,000,000, and fifty rep- 
resentative fire companies which, he 
declared, spent more than that in their 
administration. Fifty leading life com- 
panies, he said, spent over '$150,000,000. 
(Mr. \Nesbit’s figures, while interesting, 
failed to elicit any discussion from the 
floor and the delegates seemed to fall 
more in line with Commissioner Darst 
of West Virginia who was quick to 
plead that everybody’s expenses are in- 
creasing and “we should let the insur- 
ance man live and educate his children 
just as State insurance officials hope 
to do.” 

‘Superintendent Phillips, of New York, 
entered a plea for clarification of the 
standard fire policy through co-opera- 
tion of the several States. 

The startling manner in which the 
Commercial National Fire’s life was 
snuffed out has stimulated an interest 
in methods for closer control of funds 
of companies. 


OWNS TWO DEGREES 


McMaster, Who ‘Resins and Ends His 
Addresses With Poetry, an A. B. 
and LL. B. 


A New York insurance man who read 
Fitz Hugh McMaster’s address (which 
the commissioner delivered at the St. 
Paul convention last week) has asked 
The Eastern Underwriter if Mr. Mce- 








STRENGTH 


HENRY J. HOUGE J. H. VREELAND 
Assistant Secretaries 


INTEGRITY SERVICE 





fy JAMES H. BREWSTER, Mer. 





A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, 
Works in Harmony ‘with American Agency Principles and Practices 


Hartford, Conn. 


Explosion, etc. 


Reasons for Rate 
Advance in New Jersey 





EXPENSES OF ALL KINDS ARE 
CLIMBING HIGH 





Costs More For Losses, For Inspec- 
tions, For Hire and For Office 
Supplies 





A 5 per cent. advance in all fire in- 
surance rates in New Jersey effective 
on September 1, is of extreme import- 
ance because this is the first State in 
the East where such a general advance 
has been made this year, and it has a 
great deal of significance. While every- 
thing else has been going up, rates have 
been stationary or going down. The 


official reason for the advance is as 
follows: 
First.—Increased cost of material and 


labor to replace or rebuild; increase in 
losses through environment due to in- 
tense sympathy, which has and will 
naturally continue to have effect on the 
loss ratio of the State; increase in 
losses beyond the normal on account 
of rush to fill orders, and at times the 
necessary employment of inexperienced 
help; and anticipated depletion in part 
of the present active and efficient serv- 


ice of public fire and police depart- 
ments. 
Second.—Increase in cost of general 


maintenance, including all supplies and 
labor. 
General Maintenance 

The expression “general mainte- 
nance” is believed to cover the general 
all-round cost not only of conducting 
the fire insurance business, but the 
higher expenses incidental to the busi- 
ness. These expenses include every 
item entering the expense account. 
2aper on which policies are written 
costs more; railroad fare is higher; the 
companies have lost many men and 
it has been expensive training others 
to take their places; salaries have been 
increased; inspectors visiting various 
small towns to look at risks, formerly 
could get a lunch for fifty cents, now 
it costs seventy-five. 

Prices of all kinds of office supplies 
are higher. Stationery bills are almost 
double. Moreover, the companies have 
seen many fire departments shot to 
pieces by the draft, as firemen are not 
exempt. Incompetents have often taken 
the places of fire fighters who are 
capable. Companies are paying much 
more for smaller losses than they form- 
erly did. A $100 loss of September 1, 
1913, may easily be a $200 loss of Sep- 
tember 1, 1917. These are only a few 
of the items which make increased 
rates imperative. 

Master is a college man. This address 
beginning with a poem and ending 
with a poem, made insurance men re- 
member that Mr. McMaster has fre- 
quently quoted Latin in his talks to 
the commissioners, and committed 
other evidences of a liking for classics. 

The answer to the question is “Yes.” 
Commissioner McMaster is a graduate 
of the University of South Carolina and 
has two degrees, A. B. and LL. B. He 
has been a lawyer, a legislator, a re- 
porter and the general agent of a life 
insurance company. 








HAIL INSURANCE 





Taxation of Tillable Land Discussed— 
Overhead Expenses of Stock 
Companies 33% 





Commissioner A. S. Olsness, of North 
Lakota, read a paper to the commis- 
sioners last week on the subject of 
hail insurance in that State in which 
he showed the overhead expenses of 
stock companies in the last eight years 
to be 33 per cent. as compared with 10 
per cent. in the State hail insurance 
department. He also presented figures 
to show that the amount that can be 
1aised from cultivated land in the State 
from a tax of four cents an acre is 
$648,213. At 12 cents an acre it is $1,947,- 
554. On tillable land a four cent tax 
yields $1,690,000 and 10 cents $4,000,- 
000. He held that the taxation system 
for protection against hail would work 
out as smoothly as the same method 
does in raising revenue for other pur- 
poses. He also claimed that the North 
Dakota State Department expenses 
were from 9 to 11 per cent. and offered 
other evidence unfavorable to stock in- 
surance, 





LAW MAY BE TOO DRASTIC 





Henry Evans, of Continental, Discusses 
Principle of Agency Meas- 
ures 

Henry Evans, president of the Con- 
tinental, this week wrote a letter to a 
man in Alaska in reference to a resi- 
dent agent law for Alaska, in which he 
gave his views on this subject. He 
said *hat he believes that the best in- 
terest of the local agent is served by 
the enactment of a proper resident 
agent law, but it must not be forgotten 
that such legislation may be carried to 
an extreme point, which may be detri- 
mental to the agent’s interest rather 
than a benefit to him. One point he 
makes in the letter is: 

“If a resident agent law is so drastic 
as to prevent a broker from getting 
any commission from the _ business 
which he thus controls, then the busi- 
ness is lost to, the admitted companies 
and the entire commission is lost to 
the local agent. On the other hand, if 
the law permits a company or local 
agent to divide the commission and 
pay part of it to the broker and thé 
balance to the local agent, the brokers 
will very largely conform to the law, 
reaching an adjustment of the amount 
of the commission which each party 
shall receive.” 


INTER-INSURANCE DEBATE 

Following the reading of Commission- 
er Wilson’s paper on inter-insurance at 
the Commissioners’ Convention last 
week, Superintendent Chorn, of Mis- 
souri, declared that as inter-insurance 
has undoubtedly come to stay it is high 
time that all concerned should reach 
a better understanding of this class. 
Operation in Missouri has been com- 
mendable, he said, and the good ex- 
changes should be adequately protected 
by law and the others gotten rid of 
as speedily as possible, adding, “If the- 
mutuals and reciprocals produce a bet- 
ter rate than the stock companies I am 
going to support the good mutuals and 
reciprocals.” 








Capital Stock, All Cash 


H. A. Smith, President 
G. H. Tryon, Secretary 


National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1917, to New York Insurance Department 


LIABILITIES 
RE ee ea $2,000,000.00 
Funds Reserve to Meet All Liabilities, Re- ae Re- 

serve, Legal Standard............. 
Unsettled Losses and Other Claims 
Net Surplus over Capital and Liabilities..... 


Total assets January 1, 1917............$17,534,861.76 


F. D. Layton, Ass’t Sec’y 
S. T. Maxwell, Ass’t Sec’y 


SURPLUS TO POLICY HOLDERS, ° 





F. B. Seymour, Treas. 
C. B. Roulet, Gen. Agt. 


$5,743,747.60 
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Arguments Used in 





A Report of Conference 


Acquisition Cost Hearing 
of Insurance Commissioners | 


By W. E. Schram. 





in St. Paul Last Week 


MTT 





0 aS 





Commissioner Hardison of Massa- 
chusetts and Superintendent Phillips of 
New York did all the talking from be- 
hind the table at the hearing on com- 
pensation acquisition cost held August 
27 as a prelude to the annual conven- 
tion of insurance commissioners which 
opened in St. Paul the following day. 
The hearing, which lasted all day, 
closed in an atmosphere of tension, 
precipitated by what seemed an atti- 
tude of antagonism to the agent and 
troker, displayed by the two officials 
wentioned. As a final appeal Charles 
H. Holland of the Royal Indemnity be- 
sought the commissioners as human 
beings to spare the companies and 
their representatives the additional 
burdens which a change in commission 
schedules would occasion at this time 
when by reason of the war the ma- 
chinery of administration is so severe- 
ly taxed. 

Although able arguments were pre- 
sented to prove that the present rate 
of commission should not be reduced, 
Chairman Hardison and Superintendent 
Phillips held tenaciously to their stand 
that because compensation insurance 
has been made compulsory in most 
States the State should see to it that 
the employer is obliged to pay but very 
little for the work of the agent in as- 
sisting him to comply with the law. 
The various services of the agent and 
broker are evidently held in low es- 
teem, if indeed they are believed to 
exist at all. 

Hardison’s Idea of Service Purchasing 

Commissioner Hardison advanced the 
revolutionary idea that the employer 
should be allowed to purchase the serv- 
ice which the agent now renders, as 
2. separate item, at the employer’s op- 
tion. In other words, he should not be 
compelled to pay as a part of the pre- 
mium for a service which he may not 
desire. 

The resolution adopted by the com- 
missioners at a previous meeting, au- 
thorizing a committee to investigate 
compensation commissions had to do 
only with large lines but this fact was 
lost sight of until late Monday after- 
noon when attention to it was called 
by Commissioner English of Iowa. 
Meanwhile much of the discussion had 
‘9 do with the writing of small, as well 
as large risks. 


President Butler Speaks 


President Louis F. Butler, of the 
Travelers, was the first to speak on 
pehalf of the insurance men. His paper 
was exhaustive and highly interesting, 
throwing light on the actual cost of 
the various items in the service of sup- 


pying compensation insurance. The 
commissioners evidently regard the 
agents’ work as a waste and it re- 


mained for the insurance men to show 
what service the agent renders to the 
employer and the community in re- 
turn for his commission. 

Mr. Butler pointed out that a reduc- 
tion in commissions amounts to a de- 
crease in wages, which is particularly 
undesirable at this time when the 
agent is least able to bear such an 
additional burden; besides, acquisition 
cost has already been reduced. Cost 
of operating branch offices of various 
sizes in different parts of the country 
were shown, as well as the numer- 
cus duties of agents in connection with 
their work. These duties the advo- 
cates of lower commissions appear al- 
most entirely ignorant of. Mr. Butler 


declared that the remuneration of the 
seneral agent must now be almost en- 
tirely from the business he produces 
personally, adding “the agents’ work 
is not done when the policy is written 
and the carrier which furnishes this 
agents’ service best is the one which 
gets the business, regardless of price 
or anything else. There is no com- 
plaint from the insuring public about 
agents’ commissions, although the rate 
is well known. Until compensation in- 
surance came in, marine insurance was 
regarded as the most difficult to handle. 
Even though the agents’ business has 
been greatly increased through com- 
pensation, for which he receives a low- 
er commission than on liability, {t 
costs him much more to handle the 
compensation risks.” 


Little Time Spent on Twisting 


in reply to Commissioner Hardison, 
Mr. Butler declared very little of the 
agents’ time is spent in twisting busi- 
ress and most business stays with the 
original company. “You don’t find the 
big risks in the hands of dubs; they 
may start there but they get away,” 
said he. Misrepresentation by mutual 
companies was held not to have hurt 
the stock carriers. As soon as the 
mutuals render the same service as 
the stock companies the mutuals will 
get a larger share of the business. 


Manager Holland’s Views 


Charles H. Holland, of the Royal In- 
demnity, said that any disturbance of 
commissions and particularly a_re- 
vision downward would be particularly 
embarrassing at this time of general 
stress. Mr, Holland has given twenty 
years to the study of workmen’s com- 
pensation in the service of a number 
ci companies. He declared that the 
service rendered by the agent in the 
United States is vastly superior to that 
obtainable in any other country. These 
many agents’ duties he enumerated in 
detail. As to graded commissions, he 
declared they work an injustice to the 
agent and greatly increase the work 
ct bookkeeping. 

Mr.. Holland presented the following 
showing the disposition of one dollar 
of earned premium: 


Benefits to claimants .......... $ .480 
ea ae coe ee 
Claim service and adjustment .. .063 
Inspection and accident prevention .032 
RNIN cs velo ait vuwiawaa elds pace 149 
Taxes, licenses and fees ........ 019 
PP Ee -y55bo 5d ees aee wacelene .084 

WS i4skindsdatedcsa Veen eh as $1.002 


Employers Satisfied, Says Gray 

John A. Morrison, of Chicago, intro- 
cuced Fred L. Gray, of Minneapolis, 
who suggested that the committee get 
together with the several agents pres- 
ent and find out what they really have 
to do for their remuneration. Mr. Gray 
has had much experience in opposing 
the State insurance idea. He declared 
that employers generally are satisfied 
with the present system of remunera- 
ating agents and that this is proven 
by the proportion of business placed 
with stock companies. He said agents’ 
qualifications are of more importance 
than reduced commissions; that a reé 
duction would increase the dead wood 
in the business and make side-liners 
of now competent agents. Admitting 
that a certain amount of the agents’ 
time is spent soliciting business already 
on the books of some company, he 
argued that this competition is what 


WM. B. CLARK, President 
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ACQUISITION COST HEARING AT COMMISSIONERS’ MEETING 


improves the service to both employer 
and employe. 

George D. Webb, of Chicago, ex- 
pressed himself as unable to conceive 
how the commission question can 
egain be compromised. As to twisting 
and competitive soliciting, he asserted 
that the exchange of business among 
the large agencies in Chicago is of very 
small amount. While the layman be- 
lieves that 17% per cent. is what the 
general agent gets for his work, many 
would be satisfied if they could be 
guaranteed five per cent. net. More 
money can be made on a quarter mil- 
lion dollar surety business than on a 
three-quarter million compensatiou 
business. In the surety business the 
purchaser pays for a service; he does 
rot wish a loss and it is the same in 
the compensation field. 

Wade Fetzer, of Chicago, spoke con- 
vincingly of why the compulsory fea- 
ture of compensation insurance does 
not render any less necessary the many 
services performed by the agent, and 
for which the employer is glad to pay, 
to be relieved of duties in a line in 
which he has no time nor inclination 
to specialize. 

Agent Should Have Incentive 

L. A. Wallace, of New York, spoke 
for the Fire Brokers’ Association, argu- 
ing that the proposed cut in commis- 
sions to ten per cent. would leave no 
incentive to the competent agent to 
handle the line; that compensation 
costs the agent more to care for than 
any other line, being about two-thirds 
of his commission. He also enumer- 
ated the advantages accruing to the 
employer from doing business with the 


competent broker who will give the 
service the employer needs. Better re- 
sults, he said, can be obtained by 


standardizing the claim, inspection and 

r:edical services, than by cutting down 

commissions. 
2. C. Warner’s Argument 

Warner, of Buffalo, speaking 
New York State Agents’ Asso- 
ciation, declared that so-called acquisi- 
tion cost is really distribution cost, 
which must obtain in all lines of busi- 
ness. He opposed changes in the pres- 
ent rate of commissions for the follow- 
ing reasons: 

On behalf of the agents of the State 
of New York, we are presenting this 
paper for your consideration, and we 
ask that you approach this question 
of reduction of acquisition cost from 
the standpoint of practical business en- 
terprises rather than from that of a 
hoped for theoretical betterment of ex- 
isting conditions. 

All commercial enterprises, including 
insurance, are divided into three gen 
eral departments, viz: Finance, opera- 
tion and distribution, each of these be- 
ing equally essential to the success of 
the institution. 

How Cost Should Be Considered 

We contend that the question of cost 
should be considered only as to the 
entire cost of operation and distribu- 
tion, and that these items should noc 
be divided by the State or its repre- 
sentatives; that the acquisition portion 
of same should be subject to such an 
agreement or arrangement as the com- 
panies and their selling forces may 
agree to after the loss ratio shall have 
been established. 

As we are here for a general dis- 
cussion of this question, we, as agents, 
are presenting our views on that por- 
tion of the total cost relating to the 
production or distribution, as our ex- 
perience in this department best qual- 
ifies us so to do. 

When discussing this question, one 
dominant fact must always be kept 
sight of, and that is: That the success 
of an insurance corporation depends 
upon the volume of its premiums and 
the diversity of its risks. Volume 
firstly, because any class of business 
can be written profitably providing the 
volume is great enough so that a law 


B. C. 
for the 


of average can be applied to same and 
the selling price be made in accordance 
therewith. And secondly diversity, be- 
cause the greater the diversity the less 
chance there is of a serious loss, crip- 
pling the financial stability of the com- 
pany on account of an unfortunate ex- 
perience in any one department. 

In order to intelligently approach this 
question, we must understand the pres- 


ent-day method of insurance distribution, 


The principal forms of insurance, viz: 
Life, fire, marine and casualty, use prac- 
tically the same method of distribu- 
tion—it is all done on a commission 
basis under what is known as _ the 
American Agency System, the reason 
for this system being so universally 
used is obvious; it places no undue 
Lurden on the business, and keeps the 
cost of production in a fixed ratio to 
the amount of business written, 


Commissions Should Be Attractive 

The percentage of commissions pai? 
vary with the nature of the particular 
kind of insurance sola, it being of 
recessity the purpose of the operating 
department to make the percentage of 
commission adequately attractive to its 
selling forces so that the securing of 
each class of business done by the 
company may be mutually profitable. 
Just as soon as the commissions on any 
class of business go below a legitimate- 
ly profitable percentage just so soon 
the efforts and energies of the selling 
forces turn to more profitable depart- 
ments, any statement to the contrary 
notwithstanding. 

It makes no difference how much you 
may rule, how much you may legislate, 
the fact remains that companies must 
pay a profitable commission for each 
class of business written, or they can- 
not obtain a sufficient volume to safely 
and profitably write the class. The 
best proof of this statement is the fact 
that often in the past when companies 
desired to reduce certain unprofitable 
lines of insurance, against the wishes 
of their selling forces, they have re- 
cuced commissions on same. This in- 
variably has produced the desired re- 
sult. 

The bulk 


of the com. 


per 


producers of 
pensation insurance receive 10 
cent. commission for their services. 

In cases where the producer casts his 
lot with one particular company and 
confines his efforts to the production 
of business for this company, he is 
made a special agent and receives 12% 
per cent. commission. 

It is impossible to supervise this 
business entirely from the home office 
of a company, and for the purpose of 
local supervision and _ distribution, 
branch offices or general agencies are 
located in each large center. In the 
State of New York each company is 
allowed eight branch offices or general 
agencies outside of New York City. 
These offices are allowed 17% per 


cent. and in turn allow 124% per cent. 
and 10 per cent. respectively to special 
agents and brokers. 


5,000 Brokers in New York Alone 

In New York City there are probably 
five thousand or more brokers who 
place more or less compensation insur- 
ance. 

In Buffalo there are probably 1,000 
or more brokers who write more or 
less of this insurance. 


As there are at the present time 


only about sixteen companies who 
write compensation insurance, it means 
that all but about sixteen concerns 


must broker their business with these 
sixteen sources of supply on a commis- 
sion basis of 12% or 10 per cent. 

The general agents or resident man- 
agers comprising these sources of sup- 
ply control very little direct business, 
as their time and that of their staffs 
is taken up supervising the business 
brought to them by others. Many of 
the firms who do a large compensation 
business on a 10 per cent, basis employ 
rumerous solicitors, who in turn must 
receive some portion of the 10 per cent. 
New Method of Distribution Would Be 

Necessary 

It, therefore, must be apparent that 
before a reduction of commissions can 
be considered it will be necessary to 
provide a new method of distribution. 
{t would be mathematically impossible 
to divide a commission less than 17% 
per cent. into enough profitable units 
so that the present volume of pre- 
miums written by the companies be not 
materially reduced. 

At the present time the insurance 
purchaser may buy compensation cov- 
erage in several different markets, viz: 
Mutual insurance with the promise of 
a return of a goodly portion of the pre- 
mium in the way of dividends, or State 
fund insurance at a price at least 10 
per cent. less than stock cOmpany in- 
surance, or he may buy stock company 
insurance at the present prevailing 
rates. 

This certainly does not constitute a 
nionopoly, and considering the over- 
whelming percentage of the total busi- 
ness that is written by the stock com- 
panies, must of itself be convincing 
proof that the assured is willing to pay 
the difference in price for the services 
and quality of insurance provided by 
the stock companies. 

The companies have only been able 
to overcome their competitors’ ad- 
vantage of lower prices on account of 
the caliber of their selling force. 

The insurance salesman is equally as 
worthy of his hire as is the successful 
salesman jin other branches of mercan- 
tile business. It is only reasonable to 
assume that if for any reason the earn- 
ing possibilities of compensation insur- 
ance salesmen is reduced, the present 
high caliber of salesmen in this depart- 
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ment will be reduced in a like propor- 
tion. 

No successful commercial institution 
would attempt to reduce selling cost 
at a time when it is enjoying a most 
successful: distribution. If able finan- 
ciers who have spent a life-time in this 
business do not see the necessity for 
such a move, why should the State be 
so insistent in this direction? 


Semi-Private Corporations 


The United States Supreme Court 
has ruled that insurance is not com- 
imerce and does not come within the 
jurisdiction of the Interstate Commerce 
Commission. It has also been held 
that insurance companies are not pub- 
lic service corporations and, therefore, 
are not subject to the supervision of 
the Public Service Commissions. 

This, therefore, leaves the companies 
occupying the position of a semi-private 
corporation, subject to a specially made 
State department, whose principal func- 
tion is to supervise the solvency of 
insurance companies, by a careful ex- 
amination of their assets, also to .see 
that a sufficient portion of each pre- 
riium received be set aside for the full 
protection of the policyholders, and 
that the contract sold by the company 
shall be fair and equitable in its pro- 
visions. 

All of these conditions have been car- 
ried out by the companies, and in addi- 
tion to these legal requirements, cOm- 
panies have allowed a goodly portion 
of their earnings to accumulate in the 
way of surplus so that the security of 
the policyholder may be protected far 
beyond the safety point legally re- 
guired, 

The companies having more thar 
complied with their legal requirements, 
the stockholders of same should have 
the right to use that portion of the 
premiums in excess of the required 
total legal reserves in such a manner 
us they see fit for maintenance and 
furtherance of their business, or for 
cistribution as profits as the result of 
the venture. 

What Will Happen if Commissions Are 
Reduced 

Presuming, for the sake of argument, 
that commissions are reduced, what is 
going to be the result? Who is going 
to be benefited? We have tried to 
come to some definite conclusion. We 
have discussed this with insurance ex: 
perts, but have failed to obtain a satis- 
factory answer. 

Certainly the companies will not be 
benefited, as a reduction great enough 
to ultimately benefit the policyholder 
would destroy the present method of 
distribution and unless the companies 
hire paid solicitors in place of com- 
riissioned agents, which certainly would 
rot reduce acquisition cost, the busi- 
ress will eventually drift to the State 
fund. If this is the ultimate object of 
this proposed change, a more efficient 
means could not be adopted, unless it 
ne to legislate the companies out of the 
State. 

‘To say that the policyholders will be 
benefited by a reduction in commissions 
is a fallacy, based on inexperience. It 
is in direct conflict with all rules of 
commercial life. It is the competition 
cof the stock companies that will pre- 
serve the safety of the policyholder. 

The policyholder depends upon his 
insurance agent to look after his in- 
terests in the same degree as his 
attorney or his expert accountant, or 
any one whom he might hire in an 
advisory capacity. After the agent has 
1eceived an order for a policy, does he 
pocket his commission and let the mat- 
ter rest for a year until time for a re 
newal order? No—decidedly not—he 
does not dare do this. Competition be- 
tween companies is too keen. He be- 
gins by careful inspection to devise 
ways and means to reduce the insur- 
ance cost of his client. If he had no 


(Continued on page 19.) 
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Chance to Swell 
Premium Volume 


$20,400 PLATE GLASS RISK FINDS 
INDIFFERENT MARKET 


United Cigar Sten Co. Willing to Pay 

Much Higher Rate But Still Cannot 

Secure Coverage 

This week there was created an 
portunity for any casualty company so 
desiring to increase its premium in- 
come for 1917 by $20,400. The United 
Cigar Stores Co. offered this privilege 
to that company which was willing to 
assume its plate glass risk on the terms 
prescribed by it. The Eastern Under- 
writer, however, has not been advised 
to date of any company having done so. 


The United Cigar Stores Co. is will- 
ing to pay an annual rate of $17 per 
store covering its 1,200 stores through- 
out the United States. 


Insists Upon Its Own Policy Form 

The company till 1912 had a contract 
with the Pittsburgh Plate Glass Co. to 
make its replacements. In 1912, it de- 
cided to insure and several companies 
carried the risk for various periods 
until 1915. The company then decided 
to promulgate a policy form of its own 
and succeeded in getting one of the 
casualty companies to assume the risk 
under these conditions. The rate then 
offered was $14.25 per store for three 
years covering 800 stores. It is now 
willing to pay $17 per store annually 
but still insists on its own policy form. 

Among the provisions of this contract 
is a requirement that only new glass 
be furnished in replacement of any 
losses that might occur. ‘In fact, it 
contains a specific provision that no 
salvage glass whatever be used. This is 
a hardship on the insurance company 
beeause a large proportion of the plate 
glass replacements all over the country 
are made with salvage glass. Another 
feature is the requirement that all re- 
placements must be made within twen- 
ty-four hours after notification has been 
made or the assured will have the right 
to replace the glass at the insurance 
company’s expense. 

The policy covers glass of all kinds, 
both interior and exterior. It is _ be- 
cause of the large amount of interior 
glass in the form of show cases and 
wall mirrors that the risk has proven 
so disastrous to those companies which 
have carried it. It was found that when- 
ever a show case would become slightly 





op- 


scratched it would unaccountably be- 
come broken. 
No Cancellation Clause 
Plate glass underwriters who have 


had the risk offered to them say that 


the United Cigar Stores Co. has care- 
fully computed the approximate loss 


for the coming year and seeks to se- 
cure insurance for the pure premium 
and pay nothing either for the element 
of increased hazard or for the expenses 
of the insurance company in carrying 
the risk. It also presents a policy form 
which has not the customary cancella- 
tion clause. 





GENERAL AWARDS FORD 

The General Accident this week 
awarded a Ford automobile to R. E. 
Miller, agent of the Company at Hous- 
ton, Texas, as the winner of the two 
months’ contest for accident and health 
premium production. Mr. Miller quali- 
fied with the largest increase in pre- 
mium income during the period with 
aed lowest lapse ratio and lowest loss 
ratio. 


Defrauder of Priest 
Receives Sentence 


SEVERAL CHARGES YET PENDING 
COURT ACTION 


J. J. Manning Mulcted | Pittsburgh Man 
Also—Other Companies Prepare To 
Press Prosecution Further 


J. J. Manning who, as reported ex- 
clusively in The Eastern Underwriter 
of August 17, pleaded guilty to having 
the casualty companies to de- 
fraud assureds, was’ sentenced on 
Tuesday by Judge May in Brooklyn to 
not less than six months and not more 
than three years in the penitentiary. 
The sentence was made on a charge 
cf grand larceny. 
Several Companies Interested 

The Eastern Underwriter is also ad- 
vised that actions have been prepared 
against. Manning in Connecticut and in 
Pennsylvania. This paper is also ad- 
vised that the district attorney’s office 
in Brooklyn was informed by telegraph 
from Pittsburgh on Wednesday that 
Manning had de‘rauded a priest in 
that city by similar methods to those 
he used in Brooklyn. ‘This man is said 
to have been mulcted of more than 
£1,000. 

Several inquiries from life and cas- 
ualty companies as to the activities of 
Manning have been received by ‘The 
Eastern Underwriter. These compa- 
nies say that they had had similar ex- 
periences with a man using this name 
and answering his description. 


used 


The work of bringing this case to 
prosecution was largely done by W. 


Bernhard, manager of the accident and 
health department of the General Acci- 
dent’s Metropolitan office, who turned 
detective for the occasion. It was 
through his efforts that the checks 
were traced and through them Man- 
ning’s address was secured. Mr. Bern- 
hard’s work on the case included spend- 


ing several entire nights shadowing 
Manning in addition to his regular 
work at the office. 


SCATTERGOOD RESIGNS 


Former Fidelity & Casualty Man Now 
With Morris Plan Insurance 
Society 


Claude E. Scattergood assistant sec- 
retary and actuary of the Fidelity & 
Casualty, has resigned to go with the 
Morris Plan Insurance Society, which 
is soon to embark in the industrial life 
insurance business. Under the Morris 
Plan money is loaned to workers at 
nominal rates. The insurance feature 
will become effective some time this 
fall. Before going with the Fidelity 
& Casualty Mr. Scattergood was for 
eight years with The Prudential, of 
Newark, in the actuarial department. 
He is a member of many actuarial com- 
inittees, 
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Bankers Spurn Alien 
Concern’s Proposition 


CANADIAN INSURANCE CO. BIDS 
FOR U. S. SURETY BUSINESS 


American Bankers’ Association Warned 
Against Negotiating With Foreign 
Company and Avoid Complications 


American Bankers’ 
the United 
circular let- 
Company of 


Members of the 
Association throughout 
States are in receipt of a 
ter from J. F. Hayden & 
Montreal, Canada, offering to handle all 
the standard fidelity 
the acsociation, as approved by 
surance companies on May 9, 1917, at 
1. premium of $2 per $1,000. The evi 
cent intention of the Canadian conce'n 
is to wrest from the American insur- 
ance companies whatever business it 
can by offering a rate fifty cents per 
$1,000 less. 


bonds of 
the in- 


form of 


Unlawful Undertaking 

That J. F. Hayden & Company, an 
alien corporation, can do busine‘s in 
this country is too absurd to encourage 
consideration. Moreover, the members 
cf the American Bankers’ Association 
are men of sufficient business acumen 
to at once see the absurdity of the 
proposition. J. F. Hayden & Company 
pay no taxes in the United States, they 
represent no tangible organization that 
can be learned of, and any attempt on 
their part to do business in this coun- 
try would meet with immediate inter- 
ference on the part of the Federal Gov 
crnment. It is said, however, that a 
few small banks have opened negotia- 
tions with the Montreal concern, evi 
dently ignorant of the fact that such 
transaction would be unlawful, and 
doubtless lead to complications. A num- 
ber of prominent banking houses have 
informed a representative of The East 
ern Underwriter that no attention 
whatever, will be given the Canadian 
offer. The Insurance Commissioner of 
the State of Washington, under date 
of August 22, has forwarded a letter to 


¢ome of the leading insurance compa 


nies in this city. Following is a copy 
of his letter: 
Warning Sent Out 
Gentlemen: We have recently had 


submitted to us circulars addressed to 
members of the American Bankers’ As- 
sociation of this State and signed by 


J F. Hayden & Company of Montreal, 
(Canada, offering to furnish bank bonds 
at a little lower figure than is being 


charged by the fidelity and surety com- 
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pories authorized to transact busine’s 

n the State of Washington. 

This department feels that it should 
take notice of this circular and call 
your attention to the fact that J. F. 
Hayden & Company is an alien cor- 
poration and is representing an alien 
company, and there is no means of get 


ting service upon the company, or 
Lrosecuting a suit against it, without 
going to the main office at London, 


England. It is very problematical as to 
the standing of this particular Lloyds, 
#s | am advised that it is not the same 
Lloyds which is engaged in marine 
Lusiness. 


Not Amenable To Law 


This is a day and age when the 
great cry is to patronize home indus- 
tries, and I believe if there is any class 


of business men in the State who should 
ubserve this rule, it is the bankers, and 
they should patronize only such compa- 
ries have made themselves amen 
able to the laws of our ovn State and 
who are helping to support our State 


as 


institutions by paying the taxes and 
cther fees provided for by the laws of 
this State. 

The different insurance companies 


operating in this State paid into the 
reneral fund during the year 1916 $401,- 
500.39, and the total expenses of oper 
ating the insurance department were 
$30,873.17, leaving a net amount paid 
into the general fund of the State by 
the insurance companies of $370,427.22. 

We believe in consideration of this 
large amount of money which is being 
paid in by the companies and helping 
‘o reduce the amount of general taxes 
which it would otherwise be necessary 
(6 raise by direct taxation and in con 
sideration of the fact that all of these 
companies may be sued in the county 
shere the cause of action arises, that 
it is the duty of every banker to take 
cut his insurance with one of the au 
thorized bonding companies which are 


transacting business in the State of 
Washington. 
BIG WAR ZONE POLICY ISSUED 


Four Casualty Companies Cover $250,- 
000 On Two Months’ Trip Of Art 
Dealer To France 


Four casualty companies this week 
wrote policies covering Benjamin 
lDuveen, of Duveen Brothers, art im 
porters at 720 Fifth Ave., New York, 
to the extent of $250,000 against acci 
dental injuries while making a trip 
from the United States to Paris and 
return by the way of Spain. Mr. Duveen 


will sail on a Spanish vessel and esti 


mates that he will be gone about two 
months. The policies cover against 
wecident only. These same companies 


wrote policies covering Mr. Duveen’'s 
secretary, who will accompany him, to 
the extent of $25.000. The business was 
written through William F. Friedeborn, 
of Bagot & Co., New York brokers 


FIRST FALL MEETING 

The first fall meeting of the Insur 
ance Society of New York will be held 
on October 26 in the rooms of the New 
York Board, The subject for the meet- 
ing will be the standard fire policy and 
some prominent legal authority will be 
chosen to speak. 
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(From the manner in which the ad- 
cress of George E. Turner, deputy com- 
missioner of Indiana, was received at 
the commissioners’ meeting in St. Paul 
last week insurance men, have reason 
to feel confident that compensation 
acquisition cost will be dealt with 
in a broad-minded way. The _ hear- 
ing on Monday, granted by the work- 
men’s compensation committee, cov- 
ered elsewhere in this issue, brought 
out a wealth of instructive material 
on this subject from men who are 
in position to know but the attitude 
of Chairman Hardison and President 
Phillips was, to say the least, not as- 
suring. Other members of the commit- 
tee took practically no part in the dis- 
cussion. Deputy Turner’s paper in de- 
fense of maintaining the present scale 
of commissions and opposing interfer- 
ence by the State, seemed to embody 
the ideas of a majority of the commis- 
sioners, so warmly did they applaud 
the speaker. 

The committee on compensation ac 
quisition cost did not bring in a report. 

Speaking of compensation Commis 
sioner Hardison egaid that so far nothing 
was settled except the tolerance of the 
public in respect to the purposes of 
the system. It will be many years be- 
fure the business will settle into a safe 
and stable condition, said he. 

The only reference to surety matters 
was when Commissioner English, of 
Iowa, said that establishing reserves 
on this class should engage the earnest 
attention of the National Convention. 

While Superintendent Phillips of New 
York evidently believes that the soli- 
citor of compensation business in States 
having compulsory laws is overpaid, 
he makes up for it in some measure 
through his strong denunciation of so- 
cia! and welfare forms of insurance. 
In his reference to the latter subject 
he tread heavily on the German bu- 
reaucratic system and in _ finishing 
struck a patriotic chord which won a 
round of applause. 

. * * 
Maryland Writes Gimbel Risk 

The Maryland Casualty’ recently 
wrote the plate glass, liability and com- 
pensation risk of Gimbel Brothers in 
New York. 

. * * 
At the Aqueduct 

George H. Holden, editor of the “Sur- 
veyor,” is one of the camp cooks of the 
First Provisional Regiment which is 
guarding the aqueduct. On a recent 
visit to New York he told of his most 
recent accomplishment—making palat- 
able soup from potato salad and a few 
other left overs. 

James R. Garrett, Eastern manager 
of the National Casualty, is a Corporal 
of the Regiment and several other fire 
and casualty men are among its mem- 
bers. 
. . * - 

Join Colors 

The following men connected with 
the General Accident have recently 
joined the Colors: 

Robert B. Chappotin, of the New 
York office, with the 7th Field Artillery, 
N. G. ‘N.Y. 

Paul L. Morgan of the New York 
office, with 7th Regiment, N. G. N. Y. 

Wm. R. Curren, of the New York 
office, with 7th Regiment, N. G. N. Y. 

Augustus M. Leonard, Industrial Rep- 
resentative, Winchester, Mass., writes 
July 3ist, that he has been drawn for 
the National Army. 





L. N. Simmons, home office claims 


dept., Officers’ Training Camp, Ft. 
Oglethorpe, Ga. 

W. C. Tunden, formerly connected 
with the home office claims dept., has 
been commissioned a Second Lieutenant 
in the Officers’ Reserve Corps. 

George C. Bragdon, supervising in- 
epector, home office, has been pro} 
moted to a First Lieutenancy. Before 
being made a unit of the Federal Army 
Mr. Bragdon’s regiment was the 10th 
N. Y. N. G. 

+ * ~ 
Heart Disease Rule 

The following is the Pacific Mutual’s 
rule about heart disease: 

Persons suffering from heart disease 
of any kind are not insurable against 
either accidents or sickness, except 
that if the applicant has received life 
insurance within two years with the 
knowledge of conditions in the hands of 
the life insurance company, he is 
eligible for accident insurance and the 
policy may be issued in the usual man- 
ner. A letter of explanation must ac- 
company such applications to the home 
office, giving a full statement of facts 
including the name of the life insurance 
company issuing the policy, and the 
date, kind, and amount of the life in- 
surance policy issued, all for verifica- 
tion. Disability or sickness insurance 
policies must not be issued to such 
risks until approval of home office has 
been secured. Submit to the company 
all the facts as in the case of applica- 
tion for accident insurance and accom- 
pany same with a complete unsigned 
trial application. 





INDEMNITY CO. OF AMERICA 

A company to write complete auto- 
mobile coverage, including fire, theft, 
liability, property and collision, has been 
organized in St. Louis under the cor- 
porate title of the Indemnity Company 
of America. It has a capital of $200,000. 

* ¢ «@ 

The National Surety Co. will not issue 
tail bonds for drafted men arrested for 
dodging the draft, or delay presenting 
themselves on time. 





BANK MANAGEMENT 
By G. Dewers, in “The Fidelity Journal” 

The dictionary defines a bank as an 
establishment for the custody, loan, ex- 
change and issue of money. 

The duties of a custodian involve the 
responsibilities of a bailee and throw 
upon the bank the obligation of exer- 
cising great care in handling the funds 
iutrusted to it. As bailee, the bank 
must under certain conditions return 
any and all moneys deposited with it, 
but the only way that a bank can meet 
the demands of its depositors is to keep 
itself a going concern, or, in other 
words, it must be solvent at all times. 
Solvency means the ability to pay and 
presuppose that the bank is being man- 
aged efficiently. In short, the welfare 
ci the bank depends entirely upon the 
kind of men behind it. Unless the 
management and directorate of a bank 
is made up of thoroughly efficient busi- 
hess men, it will remain a small institu- 
tion and can never have a highly suc- 
cessful career. 

It seems proper therefore to speak 
of the character of the management 
of banks, and especially when this 
factor is considered in connection with 
the writing of a depository bond. A 
bank statement may have every appear- 
ance of conservative banking, its lia- 
bilities may seem in. their proper 
relative proportions, and the assets may 
appear conservatively invested, and 
yet the risk may be very undesirable 
from an underwriting standpoint. Some 
banks confine themselves strictly to 
high-grade investments and cover their 
loans by only the best collateral. Other 
banks take speculative chances not 
only in their investments, but likewise 
on the security they take to cover 
loans. There are also banks which try 
to meet competition by giving accommo- 
dation to their customers that is not 
warranted either by law or usage. De- 
posits are bought by agreement to make 
ioans to customers on doubtful security 
or by giving accommodations inconsist- 
ent with the customer’s standing, or 
even by agreeing to pay a higher rate 
of interest than is ordinarily allowed. 
Then, too, some banks are run for the 
benefit of the management, who make 
loans to themselves or to concerns with 
which they are affiliated or connected, 
and the security taken in such cases 
is often of very questionable value. 
That such conditions exist cannot be 
denied. Banks thus managed are skat- 
ing upon very thin ice and will prob- 
ably some day come to grief, but mis- 
management is not always reflected in 
9 bank statement and the statement is 
the main source of information for the 
surety. 

Many banks that fail show an ade- 
quate surplus, and some give out mag- 
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nificent statements; and it is only when 
the bank commissioners have taken 
hold that true conditions become 
known. Then it is seen that the assets 
have been tremendously inflated and 
that the surplus is nothing more than 
a paper surplus. A _ bank’s character 
is generally known in the community 
in which it operates. Agents know 
lecal banking and business conditions, 
and by inquiry through certain sources, 
can learn of the practices of their bank 
in handling their loans or discounts, 
or in seeking new deposits, and they 
can acquaint themselves with the 
standing and reputation of a bank’s per- 
sonnel. As this information cannot be 
gotten from the bank statement, and 
as this knowledge cannot be gained 
through experience, but can only be 
acquired through inquiry of a confi- 
cential nature, the surety must rely 
upon its agents to keep it posted in this 
respect. 

It can be seen that the surety is 
cempelled to leave this phase of the 
underwriting of depository bonds large- 
ly in the hands of their representatives, 
and the home office wants the intelli- 
gent assistance of each _ individual 
agent. We wish the agents to help us 
keep the loss ratio down by knowing 
everything about every bank that makes 
application to them. 





A REAL INSURANCE SCHOOL 


Hartford Insurance Institute to Be 
Supported By Companies—New 
Head Appointed 


‘Hartford is to have a new school. 
The Insurance Institute, which has 
long been supported by voluntary ef- 
forts, is to be put on a business-like 
basis and to receive stated support 
irom the insurance companies. Its 
new year will begin on October first. 

E. H. Adams has been appointed sec- 
retary, to have full charge of the busi- 
ress management; and Ralph UH. 
Blanchard will be educational director. 
Women, as well as men, will be invited 
to attend. 

For the past two or three years, Mr. 
Adams has been actively associated 
with the Institute in the capacity of 
assistant secretary, and is therefore 
well qualified to assume the duties im- 
posed upon him. He was in the em- 
ploy of the National Fire Insurance 
Company and rose to the position of 
map clerk, but left three years ago to 
enter field work with the Wakefield- 
Morley Company. 

Ralph H, Blanchard is a graduate of 
Dartmouth College and for a number of 
years an instructor at the Wharton 
School of Commerce and Finance, Uni- 
versity of Pennsylvania. Mr. Blanch- 
«rd will have the direction of the edu- 
cational activities and, in co-operation 
with the educational committees of the 
various branches, formulate courses of 
instruction which will give the oppor- 
tunity for any one engaged in the in- 
surance business to get a logical and 
comprehensive understanding of the 
leading lines of insurance. In addition 
to courses of instruction in insurance, 
Mr. Blanchard will be called upon to 
use his educational experience in form- 
ulating courses of instruction in office 
practices, etc. 





Compensation Rate Making 


In a recent address Harwood E. 
Ryan, of the New York Insurance De- 
partment, said he thought it would be 
cesirable, if steps could be taken to 
place the entire problem of compen- 
sation rate-making in the hands of a 
permanent and representative body. 
There appears to be no good reason 
why fundamental principles should not 
be considered upon their merits, com- 
pletely divorced from competitive con- 
siderations. A permanent organization, 
properly constituted, would be able to 
work out the solution of many difficult 
questions which are common to all 
classes of companies, 
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Acquisition Cost Hearing 


(Continued from page 16.) 
competition, this would not be neces- 
sery. 

If you destroy the present method 
of distribution, the insured will be de- 
pendent upon a State monopoly that 
ras no interest in the policyholder 
other than to receive his premiums. He 
will have lost his personal representa- 
tive, upon whose insurance knowledge 
and training he has always depended 
to fight his battles against improper 
classification and unjust discrimination, 
The ultimate result will be that his 
insurance cost will be increased instead 
of diminished. 


Who is to Blame for High Cost of 
Compensation? 


Who is to blame for the high cost 
of compensation insurance, particularly 
in New York State? Not the insurance 
«companies, and surely not the insur- 
ance agents. Representatives of both 
of these warned the Legislature that if 
they passed what is now the Workmen’s 
Compensation Act, the cost would on 
account of its provision be very high. 
The immediate cause o’ excessive cost 
lies in the law itself—its provisions for 
excessive medical attention, its lack of 
limit of cost for fatal or totally dis- 
abling accidents, its long periods of dis- 
ability for loss of members, and last, 
tut not least, the ambiguity of its in- 
tended coverage. 


Warner Sums Up 


We, therefore, ask that you make no 
«<hanges in present commissions for the 
following reasons: 

1—That to change the _ present 
method of distribution without provid- 
ing some other fair and workable plan 
would be an injustice to all concerned. 

2—That the stock companies have no 
monopoly in this field, and that inas- 
much as the assured can procure his in- 
surance from other sources at adver- 
tised lower prices, there can be no nec- 
essity for State intervention. 

3—The assured has demonstrated his 
willingness to pay the increased cost 
vf insurance, including cost of acquisi- 
tion, on account of the value he re- 
ceives in the way of services performed 
for him by his insurance agent. 

4—That acquisition cost will be regu- 
lated by competition, and that any 
change should be as the result of the 
traffic. 

5—A reduction of commissions will 
materially reduce the companies’ pre- 
mium volume, and this will of neces- 
sity increase the companies’ overhead 
in like proportion. This will more than 
nullify any hoped-for saving. 

6—It would be an interference with 
the inherent right of private contract 
between companies and agents to at- 
tempt to fix the consideration for serv- 
ices. 

Mr. Warner blamed the high cost in 
New York upon the terms of the law, 
excessive benefits and to ambiguity. 

Mr. Holland pointed out that if the 
companies are not allowed to pay the 
producer a commission for the service 
he performs, the remuneration will take 
the form of a salary, and the business 
will enter upon a-period of disturbance 
worse than war as described by Gen- 
eral Sherman, 

Hardison Discusses Graded Commission 

Commissioner Hardison then took up 
the subject of graded commissions, de- 
claring that they are used in England 
apparently with success. Mr. Holland, 
who has had _ practical experience 
abroad; answered that they are justi- 
fied there because in England the pro- 
ducer performs absolutely no service 
other than bringing the business to the 
company. In this country the ac- 
quisition cost is divided between the 
-ranch office and the producer. There 
ls no such division in England, yet 
the cost is higher there than here. 
Comments of Pellet, Daly, Depew and 

Farquhar 


Clarence $. Pellet, of Chicago, chair- 
man of the executive committee of the 


National Association of Local Agents, 
made an eloquent plea for the producer, 
especially in the smaller towns, where 
he must perform many duties for the 
imsured. 

Thomas F. Daly, of Denver, urged 
standardization of compensation laws 
and elimination of red tape between 
industrial commissions and insurance 
departments. These evils, he said eat 
up far more of the premium than the 
amount proposed to be lopped off the 
producer’s commission. 


F. G. Farquhar, of Boston, produced 
figures to show that on $209,106 of pre- 
miums five agencies actually lost a half 
cf one per cent. Too much stress, he 
said, is laid upon large lines; most 
risks are small. What sort of separate 
arrangement, he asked, could the in- 
sured make with an insurance man for 
service, where the average premium 
in a city like Boston is $50 and most 
of them $25 and $10? 

R. Henry Depew, of New York, 
showed that on 479 policies with $27,- 
453 premiums the average premium was 
$50 and after deducting the few large 
lines the gross commission on the re- 
1ainder averaged about $2.50. 


Offers List of Policyholders 

Mr. Warner offered to furnish a list 
of policyholders in New York State to 
whom the commissioners might pre- 
sent the question as to whether they 
value the service now being rendered 
to them by agents and brokers and 
whether the employer is willing to pay 
the higher premium to get that service. 

The history of compensation commis- 
sions was reviewed by Wade Fetzer. 
This was originally 25 per cent. and 
Illinois agents voluntarily besought the 
companies to reduce it to aid in reduc- 
ing the premium. Commissions and 
rates were cut 7% per cent., but some 
companies continued to pay excessive 
commissions which resulted in the New 
York ruling. The present basis was 
adopted in Chicago in 1913 since which 
rates have been reduced but agents are 
the one class which has not benefited 
although producers in practically every 
other line have, in view of the increased 
cost of living and doing business. 


Tiernan on Large Risks 


President Tiernan, of the New York 
State Association of Insurance Agents, 
said that the question of large risks 
would adjust itself as these are becom- 
ing self-insurers as fast as the employ- 
ers gather insurance experience through 
Coing business with insurance carriers. 
The hearing had a gloomy ending after 
the insurance men had ably presented 
their case from many angles, only to 
receive a lukewarm response from the 
leaders on the committee. 


WISCONSIN ACT EFFECTIVE 

Madison, Wis., Sept. 1.—The new 
Workmen’s Compensation Act became 
effective to-day, and applies to all in- 
dustrial accidents which oceur in Wis- 
consin after this date. This new law 
materially increases the benefits to in- 
jured workmen; the increase having 
been estimated by the legislative cOm- 
mittee which reported this measure at 
approximately 10 per cent. ; ; 

The most important items in this 
increase are the modifications in the 
schedule of fixed benefits, which ma- 
terially lengthen the periods of dis- 
ability for all specific injuries involving 
amputations. 


U. S. TO CARRY WHEAT RISK 

There has been some speculation in 
the West as to whether the Govern- 
ment will carry its own wheat risk, in 
cases where wheat is buught by it. It 
'g now officially announced that wheat 
on the farm, in country elevators and 
in transit will be insured as usual, but 
when it reaches the terminal elevators 
the Government buys it at the fixed 
price, on warehouse receipts, and the 
stock company insurance’ thereon 
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WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
| ance Company of New Hampshire for $5,00c under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 


FIRST, it guarantees that in case of death from any cause, $5,000, the face of the 
Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, $15,000, or THREE 
TIMES the face of the Policy, will be paid. 

BUT THIS IS NOT ALL. The Accident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to YOU at the rate of $50 PER WEEK during such disability, but not 
to exceed s2 weeks, after which the weekly indemnity will be at the rate of $25 PER 
WEEK throughout the period of Gn wage Can insurance do MORE? And why 
should any man be satisfied with a policy that would do less? The cost is low. . 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 
Home Office, United Life Building - Concord, New Hampshire 


























In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 
and permanently disabled: 


1. Thereafter the Equitable will carry the insurance 
—The Insured will have nothing further to pay. 


2. The Equitable will pay the Insured an annual incorne 
for life equal to one-tenth of the face of the policy. 


3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 


For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 

















San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 







U. S. Cash Assets, Dec, 31, 1916 $15,827,439.35 
Surplus, - «+ «+ - §,460,745.59 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 1,051,543.00 


Civerpool 

am London 
am Globe 
Insurance o. .. 


CIMICED 








Over $152,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 
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